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E distribution at a Pp rofit 


It's Wiser To Sell Something Better Than It Looks Than 
Something Looking Better Than It Is 


By FRANK C. RAND 


President, International Shoe Co. 


(“Effective Merchandising—The Modern Road to Profits” 
was the general subject of an important conference held in 
St. Lowis this week by manufacturers and wholesalers of 
the Mississippi Valley. It uas sponsored by the Associated 
Industries of Kansas, Kentucky, Missouri and Oklahoma; 
the Manufacturers’ Association of Iowa, Nebraska, Ten- 
nessee and Texas; the Arkansas State Chamber of Com- 
merce, the Industrial Club of St. Louis and the St. Louis 
Chamber of Commerce in cooperation with the Metro- 
politan Life Insurance Co. This article by Mr. Rand is 
taken from a keynote address made by him at this con- 
ference—Editor’s Note) 


USINESS is divided into three phases separate 
and distinct from each other but at the same 
time coordinated. These phases are—Financing, 

Production and Sales. 

Like the essential organs in the human body, it is 
difficult to determine which is the most important; but 
we do know that in our physical being a man has to 
have a good heart, a good liver and good lungs if he is 
to enjoy good health. So in business—each one of these 
vital organs, financing, production and distribution, must 
be healthy if the business be sound. 

In my judgment, distribution or sales bear the same 
relation to a healthy sound business that the heart bears 
to the human body. In our own physical being the heart 
is the driving organ which gives strength and vitality to 
the other necessary functions of the body—so in busi- 
ness distribution or sales represent the vital force which 
keeps the wheels of production turning and the banking 


credit safe. No business can live and grow and prosper 
without its selling policies being sound. 

One of the first requirements of effective sales ad- 
ministration is to secure the right type of salesman— 
men of character, ability and energy. Articles 
possessing unusual merit are often lost in highly com- 
petitive markets because they are not introduced by 
capable salesmanship; and no company can afford to 
disregard or neglect the quality of its sales force. 

Business and business management have learned from 
experience that inefficient representatives do not develop 
satisfactory territories. This point is made clear in our 
own experience where several branches of our business 
are sending salesmen into identically the same territories. 
The strong and efficient man gets results; the weak and 
inefficient man meets or finds conditions which he can- 
not or does not overcome, and the result on the one 
hand is success, on the other hand—failure and excuses. 
Our great manufacturers and merchants have become 
great because they have learned to sell what they make. 


— next step after securing: and organizing the effi- 
cient sales force is to give that sales force merchan- 
dise of sound value from a competitive standpoint, attrac- 
tive in appearance and well adapted to public demand. 
The permanency of a mercantile institution, in my 
judgment, rests very largely on the continued quality 


of its merchandise. I am referring not to appearance 
but to the basic parts that go to differentiate between 
false and sound values. I would much prefer to sell 
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something that is better than it looks than to sell some- 
thing that looks better than it is. The quality and charac- 
ter of the products of our great institutions often, if not 
invariably, reflect the quality in the character of the 
men who make those products. After all, business has 
in it a moral quality—the quality of fair play. It is 
being commonly accepted among right-thinking busi- 
ness men that we get back in life the equivalent of what 
we give out; and if we are to get from our customers 
that loyalty, support and continued patronage for which 
we are all working, we must give to them in turn the 
best that is in us. Business men have long abandoned 
the old and false principle of “the buyer beware.” They 
have come to learn, out of experience and with a higher 
ideal, that truth and service and sound values are the 
foundation stones on which rest permanency and the 
intangible good-will which is so essential to business 
success. 


HE sales manager should be an experienced man in 

distribution—a master salesman—who can help his 
salesmen in difficult situations—encourage them to sur- 
mount obstacles and properly appraise their work 
whether good or bad. Salesmen cannot be directed by 
inflexible rules and 
regulations. The 
strong sales manager 
studies individual 
characteristics of his 
men, learns something 
about the home life 
and family and uses 
this knowledge for the 
benefit of the sales- 
men and the house. 
Such experienced 
supervision develops 
independence of ac- 
tion—an essential 
requisite, for salesmen 
must necessarily act 
as individual units. 
Sales forces are not 
made up of links that 
are joined together as 
are factory and office 
organizations. Since 
the salesmen are wide- 
ly separated in their 
different territories 
and each man acting 
on his own initiative, 
there must be a direct- 
ing force at head- 
quarters to guide and 
direct and inspire the 
salesman to get out of 
his own efforts the 
best results. Then. 








“I like to feel,” says Mr. Rand, “that your business and mine 

does not continue merely to offer a job to you and me. The 

world does not owe us a living except as we render a service 
to society” 
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too, such supervision is necessary in order that the sales- 
man may realize that his work is being carefully checked ; 
that successful work will be appreciated, while indiffer- 
ent and careless work will be censured and not tolerated. 
One of the big things in selecting salesmen is to em- 
ploy men who can control themselves; for self-control 
and self-reliance help to develop strong men who do 
things worthwhile. 


HE director of sales should not only know how to 

sell goods but he must be familiar with the methods 
of production and the essential factors in his factory 
methods. I have found that salesmen profit greatly in 
visits to factories—where small groups are taken and 
given helpful instructions in the intricate factory opera- 
tions. The result is that they go into their territories 
doubly armed with faith and knowledge. 

The good salesman is the honest salesman who 
strives te represent truthfully the thing offered for 
sale. In order to do this he must first know what is 
the truth not only about his merchandise but about 
his house. Success in salesmanship must rest on 
confidence. This places on the salesmanager the 
definite responsibility of giving accurate information 
and instruction to 
his salesmen; for 
they must win the 
confidence of their 
customers and merit 
that confidence if 
they meet with 
permanent success. 

Each of us has a 
driving force behind 
him—the force over 
some men is the sales 
manager ; over others 
it is a determination 
to succeed, and over 
still others it is the joy 
of accomplishment. 
The man who has 
accumulated great 
wealth and has 
reached a point of 
distinction is not free 
from this driving 
force, or the lash on 
his back—he is sub- 
ject to and under the 
control of an exacting 
master which lives and 
exists in his own 
being—the will to ac- 
complish and succeed 
and to win, and prob- 
ably is the one of all 
others who in life is 
driven the hardest. 
[TURN TO PAGE 53, PLEASE] 
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of a Merchant to -—Advise 


By HENRY W. SPENCER 
President, T. E. Mosely Co., Boston 


ERNY W. SPENCER is the third generation 
| of Spencers, who have managed the high-grade, 
retail shoe store of T. E. Mosely Co., Boston. He has 
an M. B. A., Class of 1926, from the Harvard Gradu- 
ate School of Business Administration. The “smart” 
shoe shop over which he presides is 82 years old, but 
is as modern in its merchandising methods as if it 
had but recently made its first bow to the public of 
“The Hub.’—Editor’s Note. 


concentrate on footwear 
and fabrics in this exhibit, 
for the reason that while 
the hat, the bag, and the 
shoe, are the usual com- 
bination for a style en- 
semble presentation, yet 
the two first-named ar- 


sports’ clothes for dress 
and for play predominate? 
| had tried out the plan with fall and winter fabrics last 
autumn with success, and so determined to make a 
more elaborate display this spring in my “Fashion Show- 
ing of Silks and Shoes,” which I inaugurated April 8 
for a week’s run “up front” in my store. J decided to 


ticles constitute two very 

definite articles of purchase to the customer and tend to 
distract her attention from shoes. The most important 
part of the business of a shoe store is shoes. They 
should be “played-up” accordingly. Showings of shoes 
and silks are interesting enough to make of them a so- 
[TURN TO PAGE 80, PLEASE] 
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This Store Sells to the 

Junk Man Rather Than 

Mix Old Merchandise 
with Fresh Stock 


By MURRAY C. FRENCH 





F you sit down and have a good talk with almost 
| any of the old timers in the shoe business, you are 
quite likely to hear this: ““The trouble with us shoe 
men is that we worry too much about what other peo- 


ple, especially competitors, are doing. Competition 
never ruined anybody. Laziness is what kills ’em. The 
main competition is sloppy methods within the store.” 

Then he is likely to take another breath and proceed: 
“The trouble is that shoe merchants don’t get out and 
discover what’s going on in the world. They keep their 
noses to the grindstone and their eyes on the floor. 
They never . 

Opposing statements, yet both correct. Experience is 
too dear a teacher to be relied upon for all our informa- 
tion. We should look and listen, then use our judg- 
ment in deciding whether what we see and hear is 
adaptable to our individual needs. For instance. . . 

The other day I had a chat with a department store 
merchandise man, whose modesty unfortunately prevents 
his name being mentioned. 

“Why do you bunk the public,” I quizzed him, “by 
advertising occasionally that you haven’t a single article 
in the store over a year old?” 

“Because they like to hear it,” he smiled, “and because 
it’s the absolute truth. Every item a year old is taken 
out of the stock, charged as a loss against the depart- 
ment, and sold to a job lot man. We invoice twice a 
year and nothing is ever taken a third time.” 


“Yes, yes, that’s a fine speech,” I said, raising an 
eyebrow. “Let’s have some more.” 

“Every article in the store bears a month and season 
letter. When we invoice on Jan. 31 everything that 
was in the store the previous July 31 is listed separately. 
I then require a monthly inventory of these items and 
watch very closely to see that they are kept moving. 

“Then on the following July 31 whatever is still on 
hand is brought to my office, where the department man- 
ager and I look it over. We have a nice friendly ses- 
sion and try to put our fingers on the exact reason why 
each item came to be left over. Having done that, we 
call in the job lot man and dispose of the lot imme- 
diately.” 


“ HAT’S a bully idea,” I agreed. “Fine for ready- 

to-wear and stuff like that, but of course you know 
very well you don’t do that with staples like, say, black 
kid boudoirs.” 

“You just bet we do! Say, use your brain! When 
an article stays in a store a year there’s some good 
reason for it. The customers just don’t want it! 
Maybe it’s the color, the size, the style, the fit, or maybe 
we can’t locate the reason—but there is one! 

“If it’s some staple thing like boudoir slippers, it just 
shows that the buyer has bought more than his trade 
could consume. We throw it out, even though we have 
to reorder it the same day. You may believe me when 
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I say that the lesson this teaches the buyer could not be 
taught in any cheaper way.” 

“But there are certain odd sizes that we simply have 
to carry to serve our trade properly,” I insisted. 

“We used to think that, too, but we know now. Just 
listen to me! We are under no obligation to carry 
anything for any customer who doesn’t come in once a 
year for that thing! If you can’t understand reasoning 
as simple as that, you’re just dumb—that’s all. 

“When anything doesn’t move for a year, it’s dead! 
When it’s dead—bury it! Corpses have no place in a live 
store. I’m convinced that this policy has made more 
money for this store than any other one thing we do. 

“The whole town knows this policy of ours. They 
know that even when we advertise a sale it is on new 
goods. And how they do hate old stuff! 


‘TT * HE exorbitant cost of selling old goods is appal- 
ling when you get down to actual facts. I know a 
department store that paid $90,000, which was cost price, 
for a rundown stock of shoes, in order to get a lease. 
By the time they had cleaned out the shoes they found 
it had cost them more in actual expenses, counting ev- 
erything, than the shoes brought—besides being out the 
$90,000. They would have been better off to have 
dumped the shoes in the river. But no; they gave them 
to the public instead of selling them to the junkman. 
“Thien think of the tremendous effect on our buyers. 
We once found a case of pins, plain, common pins, that 
had become hidden away behind some other goods in 











the stock room. Its season letter showed we had bought 
dozens of cases of pins while this one was lost, and the 
buyer begged me to let him keep those pins in stock. 

“But nothing doing! I sold these pins to the job lot 
man, and you can bet that stock room was kept in better 
shape after that. See the moral effect it has—and so 
comparatively inexpensive, too. 


rhe VERY department manager knows we are in earn- 

est about this rule, so he bends every effort to sell 
each single item of older goods before it reaches the dead 
line. The result is there is surprisingly little merchan- 
dise to throw out. So the beauty of the whole thing is 
that the rule helps the department manager much more 
than it punishes him. Get it, 

“T'll admit there may be some lines which we don’t 
handle, like furniture or oriental rugs, in which this 
rule would be too drastic. But shoes—say, if any shoe 
store would actually get out every pair over a year old 
and just look at them! Well, honestly, they wouldn’t 
blame folks for not wanting stuff of that kind. 

“Having a reputation for selling crummy stuff cheap, 
no matter how cheap, doesn’t do any store any good. 
On the contrary, mark my word, the most valuable name 
a store can have is that of having at all times nothing 
in the house but merchandise that is new, fresh, crisp, 
clean and stylish. That’s the kind of reputation that 
builds prestige and good will. That’s the kind of store 
that can get good stiff mark-ups all year round—and 
make folks like it!” 
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Cuicaco 






Most Serious Problem 


HEN forty per cent of all goods sold on the in- 

stallment plan are repossessed by the merchant, 
there is evidence that something is wrong with the credit 
structure in America. This high percentage of return 
of articles, bought on the partial payment plan, and not 
paid in full, indicates that the American public over- 
estimates its consumption power. 

Another serious index is the discovery this week that 
seventy per cent of all life insurance policies have loans 
made upon them. In the effort to get cash to pay for 
things, and more things, the public is using up all its 
credit resources. 

With all the money that there is in this country, the 
great basic purchasing power is in a very uncomfortable 
position right now. Time and work will, of course, 
solve the problem, provided unforeseen calamities do 
not occur. 

It seems quite impossible to put the average indi- 
vidual on a budget basis. People desire things and 
order them on the installment plan, without properly 
figuring out the small margin for such extravagances 
between income earned and the necessities of family 
maintenance. 

When a person has an electric refrigerator to pay for, 
a radio, an automobile and a house, it is almost certain 
that these major bills will be covered, while the minor 
items of dress and footwear suffer accordingly. 

Many shoe stores are beginning to note the increase 
of charges and the very material increase of time taken 
in the payment of charge accounts. No store is in 
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better shape than the one doing business for cash, but 
even that store isn’t operating full, for the few dollars 
needed for shoes are more pressingly needed for install- 
ment payments. 

One of the reasons why the installment houses have 
developed high-pressure collectors has been that expe- 
rience has made necessary the threat of removal of the 
article sold, and as a result the first slice in the pay 
roll each week goes to them. 

Nothing much in the main can be done to relieve the 
present situation, for this tightness of consumer money 
is something that is the heritage of last year’s extrava- 
gance. Pretty soon it will be necessary for all merchants 
to go back to first principles, and to recommend, through 
the daily papers, and through their daily advertising, 
a return of the sound principles, “Buy what you need 
and only what you can pay for.” A delayed payment is 
a danger signal, and when multiplied millions of times, 
it makes the most serious problem of the day. 


The “New Traveling Man” 


OUBLE trunks, a double sample room, the old 

horses and table covered with sheets, and there 
you have a set-up that has sold billions of dollars’ worth 
of shoes in the last seventy-five years, or since the 
sample trunk originated. 

The presentation is still good, but it is subject to im- 
provements. When a salesman comes to a town he may 
go through the same preliminaries, but before he calls 
the merchant up for an appointment he looks the town 
over, studies the people who pass and repass on Main 
Street, studies the store and its possibilities, and gets 
a pretty good idea of the kind of service rendered, plus 
the prices and the profit and prestige of the business. 

When a traveling salesman says, “I don’t have to sell 
you now—only help you,” there is a new brand of ser- 
vice rendered by the traveling man. The salesman 
studies the customer first, then tries to analyze how the 
store serves that customer, and then endeavors to con- 
vey to the merchant his ideas of what will sell at a profit 
in that town. The salesman helps direct the merchant 
toward footwear that has a place and purpose in that 
town, rather than to stimulate the curiosity and enthu 
siasm for some wild number that captures his eye. 

This traveling man is hearing less and less of “What ; 
new this trip?” and more and more of “What’s sale- 
able ?”’ 


Old “Stamp” Laws 


iets shoe bills have been practically wiped out in 
America. Legislative bodies have quit meddling 
with the shoe trade. There was a time when almost 
every legislative session would bring up a bill requiring 
shoes to be stamped as to their ingredients. Whoever 
sponsored the bills certainly was most active in develop- 
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ing this irritant to the shoe craft. But pure shoe bills 
in this country have run their course. Let’s hope the 
effort to introduce them into the coming Congress will 
die “a-borning.” There is no sound reason why we 
should have such legislation. 

From England comes the news that legislation is 
asked for the stamping of all shoes, “to show if they 
are of leather or substitutes; also if they are made in 
England or elsewhere, and if in England, by shoe- 
makers employed at fair wages. That has all the ear- 
marks of being a device for complicating the making 
and selling of shoes. 

A cheap shoe that serves its purpose may have ingre- 
dients not of leather and still be a mighty good value at 
the price. Also, a cheap shoe, made of cheap leather, 
may be a pretty poor apology for a shoe at the price 
asked. Competition is the great leveler of values. 
Materials must qualify on their merits. The measuring 
stick of values is what the public will pay, and what the 
merchant buys for the public “to hit that price.” 

It is well for every country to do what, by law, is 
made obligatory in America—the stamping of shoes as 
to the country or origin. 

Any stamping system, however, that necessitates a 
complete identification of the ingredients that go into a 
shoe gives to the customer a weapon of complaint that 
works out to the disadvantage of the industry. No other 
article of merchandise is handicapped by any similar 
“bill of particulars.” England will learn from our past 
experience that the least governmental interference, the 
better in the long run. 
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cle of trade. Most of these new registrations are de- 
scriptive of practices dispensing withthe service of a 
salesman in the passage of the goods from the store to 
the consumer. 

The Supreme Court has said, “It was settled long 
prior to the Trademark Registratien Act that the law 
would not secure to any person the exclusive use of a 
trademark consisting merely of words descriptive of the 
qualities, ingredients or characteristics of an article of 
trade. 

“This for the reason that the function of a trademark 
is to point distinctively, either by its own meaning or by 
association, to the origin or ownership of the wares to 
which it is applied, and words merely descriptive of qual- 
ities, ingredients or characteristics, when used alone, do 
not do this. Other like goods, equal to them in all re- 
spects, may be manufactured or dealt in by others who, 
with equal truth, may use, and must be left free to use, 
the same language of description in placing their goods 
before the public.” 

The refusal to grant registration on terms of this 
sort is well founded, because they merely describe the 
manner in which the article is merchandised. 


Protection by Style 


H ERE is something which might not appeal to the 
average member of Congress, or to a statistician, 
or to a lawyer, but which is nevertheless a great trade 

factor. 
Our manufacturers spend annually sums running into 
hundreds of thousands of 





M1s-use of 


Trademarks 


EVERAL important 
trademark decisions 
have come through the 
Supreme Court, because ie. 
of recent requests for the 
exclusive use of self-ser- 
vice terms; for example, 
the Government refused 
registration on the trade- 
mark “Take It Your- 
self,” and “U-Put-On” 
(which is also not regis- 
terable as a trademark for 
rubber heels for shoes). 
In this day of cafeteria 
Service, it is not strange 
that the Government re- 
fuses registration of trade- 
marks consisting merely 
of words descriptive of the 
qualities, ingredients or 


(Signed) 


this policy. 


The Reason Why 


SULLIVAN-SMITH SHOE STORE 
Mankato, Minnesota 


We have taken your magazine for the past 
fifteen years and would really feel lost without 
Its comprehensive features, covering, as they 
do, every angle of today’s footwear merchandis- 
ing, are invaluable to every merchant who hopes 
to keep up with the procession. 

Very truly yours, 
J. A. SMITH, Secretary. 


Long ago, we realized that no skeleton force 
of editors and correspondents could hope to 
gather in all the news, to sense all the major 
style developments, and to keep ahead, or even 
abreast, of fast changing merchandising condi- 
tions. So we have built our staff with the 
future, as well as the present, in mind. The 
comprehensiveness of our service, to which Mr. 
Smith so kindly refers, is the logical result of 


dollars for new designs of 
shoes and the necessary 
changes in lasts, patterns 
and materials. The pres- 
ent situation in public dc- 
mand for timely style has 
given the merchant a fear 
if he orders abroad that 
before the goods reach 
here they are out of de- 
mand. 

The style situation, 
therefore, has much to do 
with the importation of 
shoes. The industrial and 
economic aspect of the 
situation at retail today is 
not helpful to the in- 
creased continuance of im- 
portations. Style sells the 
shoes. The American 
shoe, because of its style, 
rather than its cheapness, 
or its wearing properties, 
has a quality of acceptance 
that stand comparison with 
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characteristics of an arti- 


the shoes of the world. 
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‘Two Stores ~ One Roof 


Katz & Moser Have Found Success in Strict 


HIS is just a short 
sermon on specializa- 
tion and _ concentra- 


tion. The facts and photo- 
graphs are of the Katz & 
Moser Shoe Co., San An- 
tonio, Tex. For a number 
of years this was a regular 
family shoe store, with the 
men’s shoes on one side, the 
women’s shoes on the other 
and the children’s shoes in 
the rear. Then came a time 
when it was advisable to re- 
model. Arguments pro and 
con, whether to have one 
large store or two separate 
ones, finally resulted in the 


decision to have separate 


stores, each to have its dis- 
tinctive treatment. 

Looking at the exterior, 
you get the impression of 
two stores, side by side. One 
is a typical man’s shop, 
while the other is a regular 
woman’s store. Each has its 
separate entrance. The only 
thing they have in common 
is the wrapping desk, which 
is so far up front that it 
does not show in the photo- 


graph. 


Departmentization and in Concentra- 
tion on Few Price Groups 
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Katz & Moser never talk about two types of shoes 
in one ad. It’s either all style or all orthopedic. 


The men’s shop has the 
solid, hard-bottomed club 
chairs, and is unquestionably 
a place where a man will feel 
at liberty to crack a joke, 
smoke or otherwise be free 
from any restraint; a place 
where a man delights to trade. 

In the adjoining shop, a 
distinct feminine treatment is 
noted, concealed shelving, 
soft drapes, comfortable op- 
era chairs—a shop solely for 
women. So: much for the 
store arrangement. 

This family shoe store for- 
merly had many prices. They 
ranged all the way from 
$3.85 to $15.00. Analysis 
‘of retail sale prices cover a 
‘long period revealed that a 
preponderance of sales was 
made in three prices, in both 
the men’s and women’s (e- 
partments. So we now find 
women’s shoes at $5.85, $7.85 
and $9.85. Men’s shoes are 
at $5.50, $7.50 and $10.90. 
The children’s department, 
which is located in the rear 


of the women’s shop, is be- 


ing successfully conducted by 
handling only two grades 
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Sid Katz’ sage summary of “specialized departments 
are vastly better than a generalized store,” rang true. 
Especially so when he related the savings effected in 
inventories, together with the way sales have been 
speeded up. Fewer prices mean fewer questions to be 
decided in the customer’s mind when buying. Fewer 
questions mean quicker decisions. 

The store advertising is also specialized. If Arch 
Support copy is being run, nothing else but Arch Sup- 
port shoes are talked. When fast styles are featured, 
only one grade of fast style is 
mentioned in any one ad. If 
it should be deemed advisable 


‘to give publicity to more than 


one price on a certain day, two 
individual advertisements ap- 
pear. Even separate records 
are kept of each department’s 
advertising data. This in- 
cludes the cost of the copy, re- 
sults and the usual informa- 
tion considered necessary. 
The theory here is that an 
organization cannot sell ev- 
erything on the shelves to 
every reader of a newspaper 
in one shot. The copy must 
appeal to one certain class, 
and must be in the language 
which that one class will read 
and understand. The adver- 
tisement reproduced was writ- 
ten for the flapper, who does 
not bother with detail. Her 
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eye tells her if she likes the shoe, while the terse de- 
scription tells her the material. That’s the psychology 
of selling to an impatient and possibly vain little creature, 
who has $5.85 to spend. 


OPY intended to appeal to the older woman, the 

thrifty housewife, for example, is prepared with 
emphasis on quality and wear. 
definite idea and definite appeal in each ad. 
specialization and it pays well. 


In this way there is a 
This is real 


The outside of the store 
looks like two stores, side 
by side. The interior 
carries out the same idea 
—there being no apparent 
connection between the 
men’s department pictured 
at the left and the wom- 
en's department, shown 
above 
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Other Peoples Ideas 
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Addressing the Guest; 
Getting the Hostess 


OUGLAS, ARIZ.—A little stunt 

tried by George Conly, manager 
of Given Brothers, might be tried out 
by some of the boys in the smaller 
towns. His method is to go through 
the society items of his local paper to 
see who is visiting in the city. A little 
note is sent to the visitor on the “Wel- 
come to our city” idea. The thought 
behind the letter is not so much to get 
Mrs. Underwood to come to the store, 
as it is to impress on the hostess that 
the Given store is a friendly place. In 
other words, Conly is shooting at the 
town trade and using the visitors as 


a decoy. 
* * * 


Selling to College 
Fraternities 


UCSON, ARIZ.—J. H. Schwab 

has charge of both the windows 
and the men’s shoe departments in the 
Myer & Bloom clothing store. He re- 
cently put in a window that created 
quite a stir out at the University of 
Arizona which is located right in town. 
Each member of the dozen college fra- 
ternities received a letter in which the 
one particular thing for which the frat 
was noted, was made the topic of the 
letter. To illustrate, the Sigma Chi 
have the athletic crowd; the Sigma 
Epsilon boys are the snappy dressers; 
in the Kappa Sigma, good fellowship 
prevails and so on down the list. The 
men were complimented in these let- 
ters on the outstanding feature of their 
frat, but no mention was made of try- 
ing to sell them anything. On the 
same day the letters were mailed the 
windows were changed. This tie-up 





y by HARRY R. TERHUNE, Frew €pi70r, 


was used. Instead of using the regular 
price tickets, cards were put on certain 
shoes that had been picked out as best 
typifying the characteristics of the 
various fraternities. The name of the 
frat and what it stood for was on the 


* 





ol 
al 
“a 
© 
- 


tickets as “Sigma Chi, Athletics;” 
“Kappa Sigma, Good Fellowship,” 
etc. This proved to be the best looked 
at and best sales producing window 
and the most talked of set of letters 
the store ever attempted. 


* * 


Letters Bring Them Into This Store 
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\ | INTERIOR OF 
ALLAS, TEX.—Dred Whiddon 
has formed some very definite 
ideas about publicity in the two years 
that he has been operating this shoe 
store of his. Keeping seven men busy 
selling women’s shoes that retail from 
ten to thirty dollars in a city of 200,000 
is a man-size job in itself in which 
proper publicity plays an important 
part. 

It has been found that a good adver- 
tisement in the Sunday newspapers 
coupled with an aggressive mail cam- 
paign has produced good results. The 
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WHIDDON’S SHOE SALON 


reason given for using the mails is that 
all newspaper rates are based on circu- 
lation. There is no way of making 
newspaper advertising distinctive so 
that it will appear different from the 
others. The six dollar shoe store has 
recourse to every trick that the fifteen 
dollar store may use. The individual 
merchant cannot use the magazines on 
account of his limited selling area. A 
beautiful mailing piece is about his only 
method of suggesting the fineness and 
exclusiveness of his product. Then the 
feminine mind is very susceptible to 
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ion by mail. What arguments 
used in favor of direct selling in this 
store would not apply to a store cater- 
ing to men, Whiddon believes. To 
quote him: 

“Letter writing has its ABC’s, viz.: 

“A, A knowledge of people. 

“B. The ability to dress thought in 
a particular language that appeals to 
the prospects. 

“C. There must be a reason for wri- 
ting.” 

New merchandise will stand more 
exploitation than anything else. Let- 
ters to women must be interesting, and 
how can they be made more interesting 
than to talk about prevalent shoe 
styles? The greatest error in letter 
writing is too great a use of the per- 
sonal pronouns “I, me, my, we and 
ours.” Readers are only interested in 
themselves. 

More Whiddon reasons are that a 
store can pick its desired class of cus- 
tomers more carefully and can keep 
after them more effectively through the 
mail. It is also possible to give more 
thought to the copy and by the same 
token, to be more intimate. Mail to 
be read must be out of the ordinary, 
but not necessarily expensive. Then 
customers like to be noticed. As civi- 
lization becomes more complex indi- 
viduality in comparison loses its iden- 
tity. Direct mail restores a sense of 
importance. 

Remembering that this is a compara- 
tively young store, the five per cent 
spent in advertising does not seem too 
high to the owner. This appropriation 
is divided as follows: 10 per cent on 
windows, 40 per cent on the news- 
papers and 50 per cent on direct mail. 


Personal Calls on 
Prospects 


OUSTON, TEX.—J. W. Foster 

of the Florsheim store places 
more dependence on personal solicita- 
tion than any other form of advertis- 
ing. Either he or one of the boys in 
the store is around to some of the office 
buildings or doctors’ offices each morn- 
ing. The goal is to see ten new pros- 
pects each day. No attempt is made 
to do any direct selling. The thought 
is more to acquaint the men with the 
fact that the store has some good shoes 
and some intelligent men to sell them. 
“It is easier to make a customer out of 
a friend, than out of a stranger,” 


Foster says. 
* * * 


Getting Ready Now 
for Christmas ° 


OUSTON, TEX.—Start on this 
now and have a good list ready 
for next December. S. E. Epstein of 
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Popularizing a District 








Railroad Avenue---Riverhead’s Shopping Center 








Spring 1929 
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Leading Fashion Designers Say 
These Shades are the Style 
Chasnpagne 
Trottewr Tan, Byrd Blue, Copper Tan 


Come i and see the assortment of new Spring 
‘olors | 

They are really beautitul styies made and 

wa ee ay rere Sih Hee sm thewanade ot new fnvende ot 

Cuban. Baby French.and High Heels 

Best of all they are low in price for shoes of thus 

quality 


$2.95 to $4.95 
IVANS SHOE STORE 
Nearest Stores 


SAG HARBOR 


Let Us Match the Color of Your 
Shoes With Annie Laurie 
Silk Hosiery 
16 New Spring Color 


$1.35 a Pair 
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IVANS SHOE STORE 
Nearest Stores 


RIVERHEAD and SAC HARBOR 
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Dress Shoes for the Growing 
Girl in Excellent Style 





| Many young gris today want dress shoes in neep: 

ing with their ideas of style which are largely in 
| fluenced by the modern trend in laces’ footwear 
| 


In order to satisfy that demand, we have mtro- 

18) duced several numbera in the modern manner 

“" having in mind the proper balance between their 
| youth and their demre to heep wp with the style 


$2.95 to $3.95 

















IVERHEAD is in New York State. 


Railroad Avenue, 


Riverhead, is three blocks away from the street which is 
generally accepted as the shopping center of the town. But there 
are three merchants on that street who refuse to be worried over 
this question of location. Let one of the merchants, Harry 
Ivans of Ivans’ Shoe Store, tell the story: “Here,” he says, “is 
a copy of a little paper that two other merchants on the same 
block with myself have just published. We are planning to get 
this paper out six times a year. The paper is divided into three 
parts and all of us get the same amount of space. The total cost 
is divided among the three and we mail approximately 5000 copies. 
We are trying to popularize this avenue as a shopping district— 

with some success” 


* 


Rolle’s has a separate card file of those 
women customers who buy their men 
folks house slippers at Christmas time. 
Along in December a letter to this list 
is very productive. Many other things 
such as socks, shoe trees and the like 
are suggested when the women come 
in the store, but the letter just dwells 
on slippers. Luncheon clubs, country 


* 


clubs and social clubs seem to take 
considerable money to support. Ep- 
stein feels that one of the best ways 
of attracting men to a store is to mingle 
with them, not to excess, however, so 
that one’s business is neglected, but 
enough to let them know that the 
store understands their requirements 
in footwear. 
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Order ix se Shoe Store 


Time for NEW Shoe Selling, and a Place 
for OLD Shoe Service 


the most important of the year. In that span of 

selling time millions of pairs of shoes for women, 
men and children must be sold if the public is to be well 
shod, the merchant to be serving his best, and industry 
to be encouraged, stimulated and recompensed for the 
efforts of months. 

Many stores are finding it absolutely necessary to 
make a division between services rendered by salesmen 
on the floor, and the desk services that might be ren- 
dered by an office girl, assistant at the bundle counter or 
the clerical staff. 

The next ten weeks should be put into the sale of new 
shoes first, and the salesman on the floor who profits the 
firm most is he or she who sticks to the arts of shoe 
fitting and shoe selling, and 


"T= next ten weeks leading up to July first are 


best and others qualify in selling comfort, fit and a bet- 
ter price. 

One shoe store in New York keeps a floor superin- 
tendent busy directing customers to the proper depart- 
ment. If a lady approaches, his first question is, “Day 
time or evening shoes?” and by the answer he gets he 
leads the customer to the main floor for day time shoes, 
or to the elevator, where the customer is lifted to the 
evening shoe department. 


a calls for shoe repairs, new heels and special work 
on shoes are directed to a department which seri- 

ously attends to each little detail and problem. 
A Texas store found that sales slips for six months 
in the men’s department showed 65 per cent of the slips 
had some kind of a shoe re- 





builds up bigger “books.” 
Some stores already make it 
a point to subdivide the work 
of sales people, for the man 
who is most competent to sell 
orthopedic shoes is kept 
strictly to that responsibility, 
while the salesman who has 
the ability of color selection 
gives his time exclusively to 
styleful feminine footwear. 
Even men’s shoe store service 
is subject to division, for some 
clerks sell shoes to young men 








pairing job listed thereon 
The boys on the floor were 
doing service work to such a 
degree that regular shoe sales 
fell off. The economy wave 
was evident with the men of 
that community. 

Perhaps the same economy 
wave had something to do 
with the decrease in shoe mak- 
ing last year of some seven 
million pairs in men’s produc: 








tion. 
The owner of the business 
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decided to departmentize his men’s section. He said, 
“Why should a capable and alert shoe salesman be a 
cobbler’s assistant?” The men selling shoes on the floor 
were asked to confine their experience and enthusiasm 
to getting more men’s shoes sold right. 

Any services needed on old shoes were made a desk 
job, under a competent shoe re-builder, and proved to 
be more profitable, for a repair job is most difficult to 
credit to a floor salesman when prices are so varied and 
complicated. 

Another store in looking at the next ten weeks and 
seeing the necessity of getting more new shoes sold tried 
the advertising feature cartooned herewith. He got the 
idea from a hat merchant and found it equally appli- 
cable to shoes. This merchant reasoned out that what- 
ever sales~he got by the “fifty cents offer” were past 
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repair, and there was no profit in them. He also _rea- 
soned out that at the beginning of a Summer unless he 
sold some new shoes there would be none available for 
repair later. 

To give to the shoe selling season of the year the 
stimulant of many sales at retail is certainly necessary 
in the next ten weeks. Go to it! 

A larger profit to a shoe store’s business is possible 
in repair and service work, vigorously handled by some 
one who knows what to do, how it is done, and the 
proper price. The trouble with most of the repair busi- 
ness of shoe stores is the passive manner in which it is 
handled. What is everybody’s business is usually no- 
body’ business. 

Give to the service end of your business the attention 
it needs. 








CLO ® 


F Jiseribution at a PPofit 


[CONTINUED FROM PAGE 42] 


Overhead expenses become a part of the cost of what 
we sell just as definitely as the cost of the materials that 


enter into a given product. Careful supervision of this 
important part in business is very essential if we are to 
get the best in our sales administration; for all of us 
realize that as our price gets higher sales resistance is 
increased and as we get our costs down lower and are 
able to make more attractive prices, sales resistance in a 
corresponding way declines. Therefore, a company 
which maintains a low overhead cost is adding great 
strength to its sales force and is making the administra- 
tion of that force easier and better. 


HAVE often thought that if ten men of average in- 

telligence were sitting at their desks and each of them 
were asked to write down the attributes of success, 
possibly all of them would write about the same thing— 
integrity, energy, courage, courtesy, service, etc. If 
these common attributes are so well know, why is it then 
that so few men succeed? There may be many answers 
to this question; but I believe that it is not because we 
do not know the things that make for success ; but, know- 
ing them, do not have the courage and strength and 
determination to stick to them after we have written 
them down. 

All businesses start out with fixed policies and then 
the tempting situation arises and those policies are 
broken down to meet an expediency. The reason is 
that the business management did not have the cour- 
age to stick to the policies that were definitely fixed; 


but yielded to a temporary condition to meet the 
emergency of the moment, forgetting that the act of 
today will probably be an embarrassment of tomorrow. 

Effective sales management must keep itself posted 
about the territories that are covered and must be able 
with this information to support the faltering salesman 
and encourage the successful one. 

The successful sales manager has to win the confi- 
dence and respect of the men whom he controls. These 
men necessarily cannot be directed by personal contact 
or under daily observation—their work must be judged 
by the volume and character of orders sent in and it is a 
tremendously helpful factor in a salesman’s life if he 
feels that he is under the direction of a man who knows 
what he is doing and shoots straight at all times. 

Sales effectiveness is greatly increased when the entire 
sales force realizes that its company is sticking to fixed 
policies and that those policies cannot be broken down— 
in other words, certain important things are so definite- 
ly fixed that time is not wasted in fruitless discussion 
of them. 

I believe that salesmen should be brought together at 
headquarters at least twice each year; for such gather- 
ings bring the men closer together for the study of their 
wares ; for a discussion of their personal problems ; for 
a broader consideration and appreciation of the business 
as a whole without regard to any given territory. In 
these meetings salesmen can be taught that business is 
not a sordid thing—that it is striving for ideals of service 
that reach up and beyond the mere making of money. 
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by anit} INL STOCK 


APPROACHING Summer heralds a charming 
variety of new styles and colors in feminine 
attire. But well in advance of Summer Fashion, 
comes the newest Independent Creation, the 
Dynamic Sandal. Designed by Independent 
Style Scouts and developed in the famous Sun- 
light Factories. This Independent Masterpiece 
will be the talk of your town. 


Use Independent footwear to establish your 
store as Style Headquarters and the result will 
be increased sales, more repeat business and 
greater profits. Our special representative is 
eager to show you samples. 


Write or wire for an appointment. 


Lido Sand Kid Buckle 
—— Strap Sandal 
mmed with Sun- 

’ burn a 210 Last, 


“DYNAMIC” be 


sake to c Widths 


This ttern can be 
fi in all desir- 
able combinations of 
materials and colors. 
Special Make Only | 


SANDAL 


ra 


TABARIN — 18665 — 


tan/green, tan/red, 
black, beige/brown. In 
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GEnessnent 
Pee reerrn see 


ee een ee all beige, 
beige/brown, beige/blue, beige/ 


. ae =: lack. In 
2 to 8. 


Made in France 
on American 
lasts Weavette 
Sandals are a 
very high 
quality sandal 
priced to retail 
from $8.00 to 
$10.00. 


sat An excellent 
my variety of pat- 
yo Lape terns and color 
- combinations 
are in stock 
now. May we 
suggest that 
you order im- 
mediately. 


ll beige, 
tan/bloe white/ 
width only. 


B width only. 











FOR 
IMMEDIATE 
DELIVERY 


Wovenin 
Czecho-Slo- 
vakia by hand. 
Jico Sandals 
are priced to 
retailfrom 
$5.00 to $8.00. 
A price range 
that is proving 
very popular in 
the merchan- 
dising of San- 
dals. Beautiful 
colors and pat- 
terns are in 
stock now for 
immediate de- 
livery. 


CLASSIC—Ali white, white/biue, white/ 
Parad white/red, white/bla patent. 

atural/red, wr Bateral bios, 
natural, over natural leath- 
er. ta AB tel O wide Sizes 2 to 8. 
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beige/red, beige/green 
white/patent. B width an — 2 to 8. 
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Progressive 


throughout the 
of Weavette and 


sandals and reordering in 


large quantities. 


merchants 
country 
are reporting heavy sales 


WEAVETTE and JICO 
sandals are in stock for 
immediate delivery. Write 
for price list and send 
your orders promptly. 


Jico 


JEFFERSON 


IMPORT CO., INC. 


MARBRIDGE BLDG. _ 
1328 BROADWAY, NEW YORK 


independent Jnec Manulacturcer 


1140 Washington “".@e,*” Luis Mivrouri 
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The MARK (, 
of MERIT 9 Giteny 


When you see this mark on a 

sportsole or heel, that is your 

assurance of service that will 
satisfy. 
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HEN you analyze the 

merit of a sport bottom from 
the standpoint of salability, the ele- 
ments to consider are style, traction and 


stand-up. 
Dryden DOUBLE-WEAR soles are styled up 
to the minute—not alone in pattern but in color. 


The prevailing colors for sport upper leathers are 
pleasingly complemented in vari-toned combinations 


as well as solid shades. 


The treads are scientifically designed for traction—to grip 
well on wet turf or paving. 


The stand-up of DOUBLE-WEAR Soles and Heels is well known. 
The springiness lasts. They stand the pounding. 


There's Double Wearinevery Pair” 


DRYDEN RUBBER COMPANY 


CHICAGO, 


he, Min Mn Mor. Mi, Min Min Mn hee Mn. hi Bi 2 Pe me 
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Merchants Offers 
These Fast Ones 
IN STOCK 


Those who buy Riding . 
ng ish Riding Bouts are the acme of perfection in 
both cut and quality. Manfield Boots are worn by 
th: ‘thrusters’ with all the Hunting Packs in England. 

GENTS. LAD'ES. 

B. C. D Widths. A. B. C. D. Widths. 

Fon end ) isch - - e feo ond Cee - - 11.25 
Ten io 8: 25 Jodhpurs 8. 00 


MANFIELD & SONS 


, 1629 Chestnut St. 
Hej PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 
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Betty Mule Pump: 


Patent leather spike’ heel, A to C... 
Patent leather cuban: heel, A to C 
Black satin spike heel, A to C.. 
Black brocaded satin spike heel. . 
Blue kid spike heel 

Red kid spike heel .. 

All white spike heel 
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Slippers, or sell them? 


Merchants who stock Greeley 
Boudoirs sell them steadily and 
profitably. These slippers are 
always alive and moving, be- 
cause women have 
learned to ask for them. 
Black and colored 
leathers — rubber or 
leather heels. Ask your 
jobber or write to us. 


A. W. GREELEY 


{2 Duncan St. - ~ Haverhill, Mass. 
Boston office, 78 Lincoln Street 
Mr. CUTTING AND Mr. Carr 


Regina: 

Patent Leather spike heel, AA to C.. 
Patent leather cuban heel, B to C 

Black satin spike heel, AA to C . 

White satin spike heel, B to C Sead 
Black satin brocaded 16/8 heel, A to C 
Grey kid spike heel, AtoC .......... 
White spike heel, A to C 











No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
80 Federal St. Boston, Masa. 
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if your order is for 
SPORT SHOES 
SAY THIS— 
“USE 
HARCO CREPE SOLES * 
AND 
RIPPLE GRIP kx 





MY CUSTOMERS LIKE 
THEM BETTER.” 


That is the consensus of opinion 
from hundreds of merchants who 
want them on their shoes. Their 


orders and our sales prove the 





popularity of these soles. % Harco Crepe Rubber Soles are 
made of Plantation Finish Crepe 
Rubber —the best that can he 


found for Sport Shoes. 


%* * Ripple Grip Soles are right in 
every way. 





HARTWELL LEATHER CO. 
MALDEN, MASS. 
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We can make room 


for a man 
like 
V. D. Curry 


UCK played no part in the business life of this J. C. 
Penney Company store manager. He knew what he 
wanted, and nothing could turn himaway from his ambition. 


Just enough experience to qualify for a job, he had;— 
the rest was all in his own make-up. He studied the mer- 
chandising principles behind the great J. C. Penney 
Company “values,” he learned the policies in the J. C. 
Penney Company buying system, he came to believe heart 
and soul in the “Golden Rule” treatment that has won 
so many thousands of customers for J. C. Penney Company 
stores. Arid all the time that he was learning, Vernon 
Curry worked with every ounce of energy he possessed. 
Tirelessly, he labored—putting his best into every hour 
of each working day. 


It was not long before a J. C. Penney Company store 
expressed the need of just the type of pluck and ability 
Mr. Curry possessed to help build a profitable business. 
Vernon Curry was chosen to take charge. Soon after he 
was doing a wonderful job as store manager, earning a fine 
salary, receiving a share in all the profits of his store, and 
accumulating J. C. Penney Company stock. 


Today he is well off—recognized head of a successful 
J. C. Penney Company store, regarded as a leader in his 
home community. 


Is there any reason why you can’t equal 
this splendid success? 


We are more than willing to give you your opportunity, 
if you can satisfy us that your qualities are what we need. 
Remember, you must have actual experience in clothing 
or shoes or drygoods, a good sound education, and a repu- 
tation for straight living. And your age must be between 
21 and 35. If you can say yes to these points—we are 
satisfied to meet and talk with you further. 

Every man wants to make money, to succeed in life, to 
win the approval of his neighbors. Here is one way that 


you can join the ranks of men who have made good. Write 
now for an interview, and we will be glad to talk over your 


career with you. 
Adv. 


‘*A liberal education,’’ says Manager Curry 


“* My interest in the Company was first aroused back in 1916 and 
I am happy to say that my success so far has been many times 
greater than I ever dreamed would be possible. With our new 
three-fold plan, I believe that the men starting now have an even 
better chance of rapid progress than was possible under the old 
methods. 

“The training one receives constitutes in itself a liberal educa- 


tion of the most practical kind.” 
V. D. Curry, Del Rio, Texas 





We are opening up or taking over additional stores at rapid rate. 
We need more men to train for the responsibilities of managership. 


Get in touch with us now, if you feel that you are the kind of 
man we want. Write to J. C. Penney Company, Inc., Attention 
Mr. J. D. Keyes, Room 1503-H 330 West 34th Street, New York, 
N. Y.; or Attention Mr. E. M. De Moss, Room 1051-H, 1010 Pine 
Street, St. Louis, Mo.; or Attention Mr. Wm. H. Dayton, Room 
1323-H3, 1324 Russ Building, San Francisco, California; or Atten- 
tion Mr. A. M. Walters, 1125-H3, Perrine Building, Oklahoma 
City Oklahoma. 
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elling aS hoes 


on the 


Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 








To the Shoe Travelers of America: 
By FRANK J. LARKIN, Pres. of the N. S. T. A. 


The N. S. T. A. is like a bank. If you expect to get 
anything out of it, you must first put something into it. 
Too few are ready to “open an account,” only, as they 
permit about 20 per cent of the membership to do the 
work, while they sit complacently by and wonder why 
more is not accomplished. 

The N. S. T. A. is our organization. Its success or 
failure is dependent upon each one of its members. 
N.S. T. A. officers are eager to perform their duties, but 
it is “up to” each member, individually, as well as to all 
of us, collectively, to cooperate actively with our chosen 
leaders. 

Every reputable traveling shoe salesman should carry 
a membership card in the N. S. T. A., and protect his 
dear ones through N. S. T. A. Group insurance—the 
cost is nominal—the benefits far reaching. We have paid 
during the last three years about forty death claims, 
amounting to $40,000. Ask any of the beneficiaries what 
they think of N. S. T. A. insurance. 

Ask any one of the hundreds of salesmen, who have 
secured positions, or who have had claims adjusted, 
through our National office, their opinion as to the value 
of membership in the N. S. T. A., and then let your 
conscience be your guide. 

We are in close cooperation with the National Boot and 
Shoe Manufacturers’ Association, the National Shoe Re- 
tailers’ Association, and with other organizations in the 
allied industries; membership in the N. S. T. A. is a 
tangible asset. 

The greatest successes in the shoe traveling fraternity 
in America are numbered among our members; 

Let’s get going on an active membership campaign. 
The slogan is 4500 by 1930. Do your part! Write for 
any information to Secretary T. A. Delany, 429 Statler 
Building, Boston. 





ERE’S a prophet not without honor 

in his own country—the Chapline- 
Mayer Shoe Co., Milwaukee, makers of 
“Youthful Vogue” shoes have made 
some splendid strides in sales records 
— the past ninety Fas which in 
turn have compelled a s “stepping 
~ a of production at the big plant on 
rst and Walnut Streets. And the 
Milwaukee appreciation of the new 


lines of merchandise has been in keep- 
ing with the increased call from other 
parts of the country as evidenced by 
the new record “hung - during 
March by F. M. Schnurr, who handles 
the “local” territory and has just com- 
pleted the biggest month’s business 
during the eight years that he has been 
connected with the Mayer shoe selling 
organization. 


GREEN- 
* FIELD, 
for fourteen 
years identified 
with The Novel- 
ty Shoe Co., and 
during the year 
that the Inter- 
national Shoe 
Co. operated its 
Chicago branch, 
a member of 
that sales or- 
anization, has 
joined the Huth 
& James Shoe 
Co., and is covering the “Windy City” 
with shoes for the “Modern Miss.” Mr. 
Greenfield is known to the trade as a 
keen student of both the wholesale and 
retail shoe business. He has always 
sold a large volume of shoes and has a 
wide circle of friends in the industry. 
He reports an excellent reception on 
the many new lasts and patterns in the 
Huth & James’ line. 


Carl Greenfield 


Y JOFFE, who has been connected 

with the sales of the H. C. Godman 
Co.’s line in different territories, for a 
number of years, recently took up his 
headquarters at the Boston salesroom, 
115 Lincoln Street, from which he will 
cover the New England trade. He takes 
the position formerly held by Warren 
Ellice, who is now managing the new 
branch of the New York Godman Co. at 
360 Furman Street, Brooklyn. 


J. “MA N- 

* THORNE, 

who is well known 

in all parts of the 

country as a sales 

and merchandising 

expert, is now as- 

sociated with Ab- 

bott, Armstrong & 

Abbott, Inc., of Au- 

burn, Me. He will 

make his headquar- 

ters in Room 504, 

eg al Bids.» 

ew Yor ity, 

= & Seow and will cover the 
large department store trade for this 
fast-growing concern. He will also co- 
operate with F. D. Armstrong in the 
style and merchandising policies of the 
company. Mr. Mantherne has a large 
acquaintance in the trade who wish him 
the best of success in his new position. 
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White Kid - - Pongee Kid - - Marron Kid 
Marsala Kid - - White Jade Kid 
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IN STOCK 











In Stock No. W-284 85.60 
All Rio White Kid. 14-8 white kid covered heel. 


In Stock No. P-254 
All patent leather. 14-8 celluloid heel. 
In Stock No. 


K-204 $5.1 
All black glazed kid. 14-8 wood covered heel. 


(Openwork quarter) 
AAA to E 
In Stock No. P-272 
Patent vamp and quarter. 
Grain tongue and quarter inlay. 14-8 celluloid 


=, Stock No. M-270 85. 
io. 24 Marsala Kid vamp and one. Bar- 
it's Marron Garter Snake tongue and — 
inlay. 14-8 Marsala Kid wood covered 
In Stock No. K-271 $5.25 
Black Glazed Kid vamp and quarter. Barrett's 
Black Garter Snake tongue and quarter inlay. 
14-8 leather heel. 


2 


TUDOR 


AAA to EEE 
ay Stock No. K-224 


$5.85 
black kid with filigree metal buckle. 
wood heel. 


Yoor?riend 
2 


GUILD 


In Stock No. M-214 
No. 24 Marsala kid vamp and quarter. 
— bf in strap. Openwork on “ite. 


vered heel. 
In's Stock No, C-212 
White 


$5.15 
Jade Kid one strap. 14/8 kid covered 


All Grison’ 's 246 Marron Kid. 
vamp. 14/8 covered wood heel. 


In Stock No. W-302 $6 
All white kid. 14/8 kid covered wood heel. 


In Stock Ne. G-301—Shell Grey 


Kid 
In Stock No. Cee Wenge Kid. 
*In Stock No. K-40 
Black Kid. 14/8 seothas heel. 
*This number AAAA to D. 
No. B- $6.10 
sorrel brown kid, with 14/8 wood cov- 


EXERCISS 
OF MUSCLESAND STYLION WEIGHT 
SPRING ARCH Tos Lye 
e w BALL 


tents 


Made under eations and 
-» M. D. 


of Dr. John iss, B. Se., D. 





IN STOCK 











In Stock No. W-553 
All Standard White Kid. 


heel. 

In Stock No. P-25 
All sterling patent aa 
celluloid covered. 


$6.00 
16/8 wood covered 


$5.50 
16/8 Louis heel, 


WALKER 

In Stock No. W-552 $5.75 

All Standard White Kid. 12/8 white ivory 
leather heel, ~~ ,- lift. 

is shoe is ded for nurses. 





DURBIN 


In Stock No. C-554 
All 160 Pongee Kid. 


heel. 
In Stock No. W-551 85. a 
All Rio White Kid. 


In Stock No. K- 
All Black Glazed Kid. 14/8 wood covered heel. 


@ 


$6.00 
14/8 Pongee Kid covered 


CREERY 


a roe No. K-360 
lack Kid Two-Strap. 14/8 leather heel. 


LAPE & ADLER CO., Columbus, Ohio 
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OHN T. GOR- 
~~ MAN, formerly 
president of Gor- 
man & Howe, and 
later of Murphy, 
Gorman & Water- 
house, is now field 
manager for the 
New England 
States for Dunn & 
McCarthy, Inc., 
- Enna Jettick shoes. 

r. Gorman has 
— of the Dunn 
& McCarthy, Inc., 
office at 119 Lin- 
coln Street, Boston, and will also per- 
sonally look after some of the accounts 
in New England. Associated with Mr. 
Gorman in the New England territory 
will be: E. H. Cushing, formerly assis- 
tant to Buford H. Jones, now one of 
Enna Jcttick executives at Auburn, 
when the latter was vice-president of 
the old Thomson Crooker plant, Bos- 
ton; and John C. Hersome, an “Old 
Enna Jettick salesman in experience, 
but not in years. As the situation de- 
velops, Mr. Gorman says that he will 
undoubtedly add other salesmen. “The 
business on Enna Jettick shoes is grow- 
ing fast,” said Mr. Gorman in a recent 
interview. “Twenty-five thousand pair 
days are becoming quite a common 
thing. Our mail order business, as a 
result of our extensive publicity cam- 
paigns, including national advertising 
and Coast-to-Coast hook-ups, is tre- 
mendous. The very first day that our 
national broadcasts were sent out, 11,- 
000 people responded. The Enna Jet- 
tick Radiolog presented to the public by 
our dealers is making a ‘big hit.’ 


John T. Corman 


PRED W. SMALL, vice-president of 
the Ault-Shackford Co., left Boston 
Sunday night, April 7, for a trip to 
New York, Minneapolis, and St. Paul, 
St. Louis, Cincinnati, covering all of 
the big cities en route. He planned to 
be —_ from the factory for about five 
weeks. 


(CHARLES E. JOSS, formerly New 
England salesman for Dunn & Mc- 
Carthy Co., Inc., since 1920, was re- 
cently appointed New England special- 
ty salesman for the Sien-Tiffick Arch 
Health women’s line of the H. C. God- 
man Co., and has been covering his 
trade for about a week now with his 
new merchandise. Mr. Joss has had a 
long and valuable experience in the in- 
dustry. He learned the trade as a boy 
at the old wholesale house of Parker- 
Holmes Co., and after a 17-year period 
of intensive training here, both inside 
and on the road, he joined the Dunn & 
McCarthy Co., Inc., salesforce. He re- 
ports that his new line of women’s 
health shoes is a complete one, and that 
he is much enthused over the prospects 
of doing a good business on same in the 
territory in which he is so well ac- 
quainted. “New England,” he says, 
“likes welt shoes and my line is com- 
posed entirely of welts.” Mr. Joss 
makes his headquarters at 115 Lincoln 
Street, Boston. He is a member of the 
executive board of the Boston Shoe 
Travelers Association. 


We persuade others by being in 
earnest ourselves.—Martha Wash- 
ington Merchandiser. 


66"T°OM” WELCH, of Mitchell, Welch, 

Lynn, makers of popular novelties, 
came home from an Eastern trip the 
other day and remarked that signs of 
early spring has stirred up an early 
demand for white shoes, and also for 
more snakeskin shoes, the snake pelts 
to be of blue, or green or red. “It looks 
as if heels were getting higher, but the 
13/8 is the popular height for Cubans, 
= 19/8 for Louis style heels,” said 

om. 


Cy Wheeler Joins Johansen Sales Force 


Y WHEELER, one of the best 

known shoe travelers in the Middle 
West, has joined the selling organiza- 
tion of Johansen Bros. Shoe Co. Cy, 
for the past fourteen years, sold Endi- 
cott-Johnson shoes in Kansas, Okla- 
homa and Arkansas, and led the sales- 
force for that company on a number of 
occasions. He is intimately acquainted 
with operators throughout his territory 
and many have already indicated im- 
mediate business contact upon hearing 
of his new association. Salesman Cy 
will make his home in Kansas City and 
will also have this city for his terri- 
tory. He entered his field of activity 
with the new Johansen line on April 1. 


ARRY THOMAS, salesman for 

Strout & Stritter Co., is on a 
month’s trip among big cities. He has 
samples of new sandals, patents on the 
construction of which have been ap- 
plied for, as well as samples of a few 
early fall models. 


| WraAndeargeend WENZEL has recently 
been appointed to sell the black and 
colored patent leather line of The Co- 
lonial Tanning Co. in Chicago and the 
Northwest. Mr. Wenzel will make his 
headquarters in Milwauakee. 


JON EDWARD BUCKEY, 62 years 
old, who for many years was en- 
gaged in the hotel business in Atlantic 

ity, Philadelphia, and Washington, 
D. C., died recently in Garfield Hospital 
in the last-named city; at the time of 
his death, Mr. Buckey was manager of 
the Metropolitan Hotel, Washington. 
He was highly esteemed by a large 
circle of Eastern shoe travelers, who 
are grieved to learn of his death. He 
leaves two daughters and a son, Leo, all 
of whom reside in Washington. Funer- 
al services were held in Frederick, Md. 
Mr. Buckley was a thirty-second degree 
Mason. 
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AMES H. REN- 

TON, hig h- 
grade traveling 
shoe salesman for 
the Ault-William- 
son, Wise & Coo 
er and Ault-Shack- 
ford lines, dropped 
dead in an Auburn, 
Me., hotel lobby 
during the evening 
of a sales confer- 
ence on Thursday, 
March 28. He was 
42 years old. He 
had apparently 
been in the best of health, and when he 
first succumbed it was thought that it 
was an attack of acute indigestion. 
Andy Murphy called a doctor, and Fred 
W. Small helped to carry Mr. Renton 
to an upstairs room, and worked hard 
to revive him. As soon as he had 
*phoned for a physician, Mr. Murphy 
hurried to the stricken salesman, only 
to find that his death had been practi- 
cally instantaneous. The event caused 
profound sorrow, and a_ distinctive 
shock to Mr. Renton’s business asso- 
ciates, as well as to a wide circle of 
friends in the trade, and particularly 
that of New York City and suburbs, 
which territory he had carefully culti- 
vated until it is one of the best pro- 
ducing in the country for his lines. He 
had a splendid personality—he made 
his customers’ business interests his 
own. Mr. Renton was born in Brook- 
lvn, but had spent most of his life at 
Freeport, L. I., where he made his home 
at 26 Evans Street. He is survived by 
a widow and twelve-year-old daughter. 
He was a member of the Masonic order. 


James H. Rinton 


ARRY M. LANGHORN, who form- 

erly represented the Hamilton- 
Brown Shoe Co., died recently after a 
brief illness at his home in Mill Valley, 
Cal. Mr. Langhorn was a policy 
holder in the N. S. T. A. group in- 
surance feature for $1,000, which has 
been paid to his wife. 


rOLZQwine a brief illness, Frank 
Ghelin, well known shoe salesman, 
passed away in Sweden, March 28. Last 
November he underwent an operation 
in New York City and, while convales- 
ing, decided to visit his sister at her 
home in Sweden. He sailed in March 
with high hopes of a complete recov- 
ery, but was stricken with pneumonia 
shortly after his arrival abroad. His 
last ten years of active shoe selling 
were spent in the South with the line 
of Strassburger-Stiles of Brooklyn. Mr. 
Ghelin was 59 years of age. 


EORGE W. FOSTER has recently 

joined the salesforce of the For- 
bush Shoe Co. to cover the Middle 
Western States. Mr. Foster is well 
acquainted throughout this territory, 
having covered it for many years with 
the Strong-Garfield line. With the For- 
bush line, Mr. Foster will cover Chicago 
and all of Illinois, Michigan, Indiana, 
Wisconsin, Minnesota, Iowa, Missouri, 
Nebraska and the Dakotas. 


SOLLY SCHWEITZER now handles 
the Shirley Shoe Co.’s line, out of 
San Francisco in addition to that of 
the Ernest D. Haseltine Co. 
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Wide and Extra Wide 
SIZES EEE 
1 to 12 


56 


YOU NEED 
NO LONGER 
BE TOLD 

THAT YOU 
HAVE AN 
EXPENSIVE 


Narrow eorre Extra Narrow 





















SHOES FOR WOMEN 
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[man 


ENNAJETTICK GIRL 
from Auburn.N.Y . 
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MENIHAN’S Newest In-Stock Styles 
The New Woven Leathers 


“The Season’s Shoe Hit” 7 


Imported Woven Leathers in Harmonious Combinations 


Direct from Europe comes this strikingly new leather, a happy combination of solid leather strips—woven in 
pleasing color designs. Menihan has taken this material and on American lasts has built footwear which PHI 
will hold its shape and wear well without destroying the Parisian touch or the Frenchy appearance. Order we 


at once. Philad 
decider 


66 S 9 ’ soci 
More Than Beautiful Me eck 
The Season’s Newest and Most Popular Fancy Shoe my 


Made of imported woven leather strips, carefully made—will hold its shape and wear long and well. H — 
Menihan through a fortunate purchase is able to offer you this newest novelty, at the same time it makes 
its appearance on Metropolitan marts. These shoes are especially fitted for the colorful summer ensembles 
so popular with smart women. They are ideal semi-sport shoes, ideal for the afternoon frock. Order at 


once as we cannot guarantee future prices. 


“CARIO” 
Imported Woven Leather 


(Woven Leather Strips) 
Special Process 


8-112—Combination of Green, Beige and White Kid Leather 

Strips in Vamp, with Beige Kid Quarter; Collars and Straps f 
of Medium Green Mat Kid; Beige Kid Covered Heel 5 { the ass 
B-113—Combination of Red, Beige and White Kid Leather Strips very su 
in Vamp, with Beige Kid Quarter; Collars and Straps of Red iim of repor 
Kid; Beige Kid Covered Heel . 5 ey gu 
B-114—Combination of Brown, Beige, and White Kid Leather 1 The F 
Strips in Vamp, with Beige Kid Quarter; Collars and Straps Campais 
of Brown Kid; Beige Kid Covered Heel . ; recomme 
im bership. 
Warn 
dents of 


THE MENIHAN COMPANY HE position 
— 

Cleveland Office: es 

Detroit fie! In-Stock Department mies Otices | WE Peivas 
Deere Ties ROCHESTER, N. Y., U. S. A. A. F. JENKS Early 
, Pittsburgh Office: New York Office: San Francisco Office: Los Angeles Office: Chicago Office: _— a 

Plaza Hotel St. ajestic 
ire eile a en Z Rare 
Nt. ss New England Office: Draper Hotel, Northampton, Mass., During 1 
oo ELLIOTT LA MONTAGNE ‘ he will ¢ 
Makers of Menihan Arch-Aid Shoes : land. 


Write for Agency Proposition 
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=m Middle Atlantic to 


& 


I Association Directors 
Make Decision at An- 
_ nual Meeting 


PHILADELPHIA, Pa.—The 1930 con- 
‘yention of the Middle Atlantic Shoe 
IN Retailers Association will be held in 
Philadelphia, Jan. 20, 21 and 22, it was 
decided at the annual meeting of the 
gma association’s directors held here last 
| week. As in this year, the convention 
" headquarters will be established in the 
Hotel Adelphia. A plan has been 
worked out with the other downtown 
hotels for housing the convention’s 
“guests and delegates. : 
' A representative of the Atlantic 
*City Chamber of Commerce and the 
Wational Exposition of Costume Art 
“and Fashion, presented an invitation 
"to the shoe association to hold its next 
“gnnual convention in conjunction with 
‘the Atlantic City exposition. This was 
deemed inexpedient and Philadelphia 
‘was chosen as the 1930 convention city. 
_ Reports on the association’s activi- 
ties during the past year were pre- 
“Bented at the meeting, which was at- 
“tended by 15 of the organization’s 17 
rectors. The reports indicated that 
the association had passed through a 
"yery successful year. Upon the basis 
| of reports of the convention last Janu- 
“ary, plans are being formulated for 
'the 1920 convention. 
| The Four Million Dollar Advertising 
Campaign was discussed and again 
_Pecommended to the association mem- 
bership. 
_ Warner Peirce, one of the vice-presi- 
“dents of the association, resigned his 
‘position because of the pressure of 
siness. David Josephson of Trenton, 
J., was elected to succeed Mr. 


”. 





Peirce. 

_ Early this week, Managing Director 
“Cal Mensch left on a tour of field work 
in Western Pennsylvania, with Pitts- 
burgh as the center of his activities. 
During the next three or four weeks 


he will also visit Virginia and Mary- 
land. 





New Star Store 


HUNTINGTON PARK, CAL. (UTPS)— 
The Star Shoe Company has opened 
an ultra-modern shoe store at 6400 
Pacific Boulevard, Huntington Park. 






Hold 1930 Con- 


vention in Philadelphia, Jan. 20-22 








Coming Conventions 


May 13, 14,:15, 16—Ohio Valley 
Retail Shoe Dealers Assn.—Co- 
lumbus, Ohio. 

June 3, 4, 5—Pacific Northwest 
Shoe Retailers Assn.—Portland, 


Ore. 
June 17, 18, 19—Illinois Shoe 
Retailers Assn.—Springfield, Ill. 
July 15, 16, 17—California Shoe 
Retailers Assn.—San Francisco, 


al. 
July 23, 24, 25—Wisconsin Shoe 

Retailers Assn.—Milwaukee, Wis. 
Aug. 12, 13—Southeastern Shoe 

Retailers es Ga. 


Jan. 6, 7, 8, 9—N. S. R. A. 19th 
Annual Convention, St. Louis. 











Steele Opens New Shop 
in Atlanta, Ga. 


ATLANTA, Ga. (UTPS)—Harold’s, 
Atlanta’s newest shoe store, opened for 
business at nine o’clock Saturday 
morning, April 13. 

Located at 119 Alabama Street, 
S. W., in the old home of the French 
Shoppe, it presents a color scheme in 
two shades of green, apple green pre- 
dominating, that is very attractive. 
It is a distinct parlor type salon, with 
usual effects gained by stippling and 
the side walls taking on a concave 
shape as they merge with the ceiling. 

Harold’s is owned and managed by 
Harold Steele, who for years has been 
prominently identified with the local 
retail shoe business as manager and 
owner of other stores, and many of the 
shoes shown at the opening were es- 
pecially designed by Mr. Steele for the 
occasion. 

The shop will cater to women, and 
will carry a comprehensive line of 
shoes, according to Mr. Steele, at a 
price of $10. 





Open Shoe Department 


KNOXVILLE, TENN. (UTPS) — The 
Webb department store, 24-26-28 Mar- 
ket Square, has announced the opening 
of a new shoe department, featuring 
the International line. Only women’s 
and children’s shoes are now in stock. 
A line for men is to be added in the 





near future. 





Over 100 Lines of Shoes 


at Ohio Convention 


CoLumBus, OHIO (UTPS)—Displays 
of shoes, boots, rubbers and footwear 
accessories at the coming big joint con- 
vention of the apparel trade of Ohio, 
to be held at the Deshler- Wallick Hotel, 
May 13 to 16, will be especially large, 
according to C. E. Dittmer, secretary 
of the Ohio Valley Retail Shoe Dealers’ 
Association, which is one of the asso- 
ciations sponsoring the convention. Al- 
ready about 100 shoe displays have 
been arranged for and others are com- 
ing in constantly. The displays will 
be in sample rooms at the hotel and 
adequate time will be given to con- 
vention visitors for the inspection of 
exhibits. 

High spots in the program as far as 
the shoe section is concerned consists 
of an address by James H. Stone, sec- 
retary of the National Shoe Retailers’ 
Association on “What the Future Holds 
for the Shoe Merchant,” and Ernest 
H. Burrill of the same association, who 
will be the principal speaker at the 
smoker. 

Other prominent speakers at the as- 
sembly sessions will be Lew Hahn of 
the Hahn Department Stores, Inc.; Al- 
fred H. Koch, Toledo, president of the 
National Retail Dry Goods Association; 
Arthur H. _ 4 Des Moines, editor 
of the Dry Goods Merchants Trade 
Journal; Channing Sweitzer, managing 
director of the National Retail Dry 
Goods Association, and others. 

Round table discussions of every day 
problems of styling, merchandising, 
advertising, budgeting, stock control 
and other vital questions will be dis- 
cussed at sessions especially set aside 
for that purpose. 





Buy Lose & Bindemann 


DESHLER, OHIO, April 10 (UTPS)-- 
The Behms Shoe Stcere, Inc., witi 
central offices in Toledo, has boug!.t the 
business and taken over the stock of 
Lose & Bindemann, retail shoe dealers 
on West Main Street. The Deshler 
store will be operated as one unit of 
a growing chain. W. D. Lose, one of 
the partners in the business, has been 
retained as manager. F. Binde- 
mann, the other partner, retires from 
the shoe business. The Lose & Binde- 
mann store was founded about 30 years 
ago by the late A. F. Samuel. and Mr. 
Lose started as a boy in his employ, 
later taking over the Soden, 





Cole Manages “Studio” 


San Dieco, Cau.—G. B. Cole, for- 
merly with Wetherby-Kayser and The 
Bootery, Los Angeles, has been made 
manager of the 


tudio Bootery. 
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ELECTRIC TUBE SIGNS 








An outstanding 
store front attrac- 
tion combining the 

of neon elec- 
tric tubes with our 
raised white glass 
letters. Costs less 
to erect, operate 
and maintain. 


OU rightly ex- 

pect the leader of 
an industry to offer 
only a perfected 
product. 





So, until it had de- 
veloped really supe- 
rior neon electric signs (built complete in its 
own plants), you did not find Flexlume’s name 
and mark affixed to such types of display. But 
ng ae ae 


Revolutionary electrodes, based on a new 
principle, have been originated by Flexlume. 
They assure more brilliant illumination and 
much longer tube life. Maintenance too has 
been greatly simplified ; tubes easily plug in; 
electric connections are automatic; high 
voltage wires are not touched; terminals are 
weatherproof .. . these are exclusive 


Flexlume features for which patents are 
pending. They combine with the other 
known qualities of Flexlume construction 
to provide lasting beauty and effectiveness. 





Stimulate your business by individualizing its location 
with a neon or other electric sign—designed, erected and 
serviced by Flexlume, whose financial responsibility, 
guarantee on every sign, and nation-wide sales and serv- 
ice branches insure satisfaction. Write us to submit color 

sketch—no charge nor obligation. FLEXLUME COR- 
PORATION, 1995 Military Road, Buffalo, N. Y. 


Sales and Service Factories at 
Offices in Ohief Cities Buffalo, N. Y., and 
of U. 8. and Can. Toronto, Can. 


FLEXLUME 


ELECTRIC DISPLAYS 


Tube . . Glass Letter . . Exposed Lamp . . Combination Designs 













IMPORTED 
ENGLISH BOOTS 


IN STOCK 


Boots made by England’s 
Finest Bootmakers. 


The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 
Priced from 


$12.50 to $30.00 
per pair. 












Write for 
descriptive 
catalogue 


COLT-CROMWELL CO., Inc. 
1239 Broadway New York, N. Y. 



















No More Copies 
of the Shoe and 


Leather Lexicon 


The present edition of the Shoe and 
Leather Lexicon is exhausted. No 
more copies of this shoe and leather 
trade dictionary will be available un- 
til a new edition has been printed, at 
which time notice will be given. 
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Sport Footwear on 


Display in Boston Stores 


Boston, Mass.—Retail shoe business 
started off briskly for the first two 
days of last week, but a snow flurry 
followed by a cold rain somewhat re- 
tarded trade during the other days. 
However, windows and newspapers 
told their merchandise stories to the 
public both interestingly and “color- 
fully.” Many sport footwear trims 
were made, which featured men’s shoes 
and hosiery on grass rugs, beside golt 
kits, and camping outfits. Rubber 
and gristle soles appeared in a wide 
variety of patterns; spiked soles were 
shown in increasing number. The new 
spiked sole for women and the modern 
miss is meeting with a good response 
from the public; it was featured con- 
spicuously in a two-day, two-showings 
style show put on by one of the big 
department stores of this city. 

Among the new sport numbers for 
men which an exclusive, high-grade, 
men’s and women’s shoe store feature 
last week, was a loosely woven leather 
braided vamp number. The $6 and $8 
grades in men’s business and dress 
shoes are meeting with a good sale. 
The demand for rubber heels, especially 
of shoes for the middle aged man, is on 
the increase. 

A waterproof linen and calf com- 
bination in a women’s golf shoe with 
gristle sole, as well as with the hob- 
nail sole, at $12.50, was an active num- 
ber. Leather heeled walking shoes for 
women, in smart patterns—some heels 
as high as 16/8, have sold well in 
black or brown lizard calf; also in tan 
grain calf, and in sun tan calf with 
a dark trim. There is an increasing 
demand for bright colored shoes in 
chartreuse reen, marron, purple, 
beige, as well as the new egg shell. 
Tan elk oxfords, and patent leather 
one and two straps were good numbers 
in children’s shoes in sizes 5 to 11. In 
boys’ shoes in the 11% to 6 run, the 
demand was about evenly divided be- 
tween black and tan elk, with rubber 
heels. In women’s hosiery, lisle stock- 
ings, from $1 to $4.50 are moving well; 
a large number of bright colors in 
socks, such as Capucine, greens, blues 
and pale yellows, are among the volume 
sellers and make an extra pair sale 
with the chiffon sun tan hosiery. 





Hot Weather Brings 
Demand for Sandals 


Fort SmitH, ARK. (UTPS)— With 
the temperature several degrees above 
normal, shoe men reported sandals were 
greatly in demand at Fort Smith this 
week. Colored sandals and black and 
white are popular, in all styles, with 
low and medium heels. 

Dull black kids are unusually 
and light kids are in demand. 
and blues are popular in kids and col- 
ored crepes are selling fast. Black pat- 
ents maintain their popularity. Black 
is very strong, while only a few browns 
are selling. 

Heels vary in demand, and virtually 
all styles are good in women’s shoes. 
Men are buying both black and brown, 
and some- sport Oxfords are selling. 
Children’s shoes are about the same, 


Aids Foot Health Week 


PROVIDENCE, R. I. (UTPS)—The 
Sterling Shoe Store here has just cele- 
brated “Foot Health Week,” featured 
A S newspaper copy which invited peo- 
ple to bring their foot troubles to the 
experts whose cooperation the store se- 
cured for the w This was in keep- 
ing with the store’s policy of correctly 
fitting footwear. 

At the same time, naturally, the pub- 
lic was told about the unusually large 
and new assortment of shoes in all lines 
which they were featuring. Many peo- 
a took advantage of the advice given 

y the experts and, in general, the re- 
sults were good. 


Big Attendance Expected 
At California Meet 


Los ANGELES, CAL. (UTPS)—That a 
large contingent of Los Angeles shoe 
dealers will journey to San Francisco 
in July to attend the annual convention 
of the California Shoe Retailers Asso- 
ciation is indicated by the interest al- 
ready being manifested in the coming 
event. 

According to the statement of F. A. 
Rittigstein, secretary-manager, this 
year’s convention subject will be “more 
education for the individual shoe 
dealer.” New ideas, methods, plans 
and systems to increase business for 
the retailer who maintains a single 
store will be the major topic for dis- 
cussion. 

The problem of the individual re- 
tailer has become more complex with 
the advent of the chain shoe stores, 
according to Mr. Rittigstein. Compe- 
tition is harder to meet because it is 
becoming more and more intelligent, he 
states. An important part of the busi- 
ness of chain store management is to 
train help. It is their function to be 
skilled in sales promotion and to un- 
derstand the value of stock and store 
control so that their institutions will 
be operated with the greatest efficiency. 





Schloman with Lazarus 


CoLumBus, OHIO (UTPS)—A. Schlo- 
man, formerly buyer of shoes at the 
Rollman & Sons Co., Cincinnati, has 
been made buyer for all of the shoe 
departments in the basement store at 
the F. & R. Lazarus Co., Columbus. 
He took cha April 1, succeeding 
Samuel Hin 7 Mr. Rollman will 
also buy for all of the shoe depart- 
ments in the John Shillito Co., of Cin- 
cinnati. Mr. Schloman was with Roll- 
man’s for 11 years and previously 
spent a year as buyer of shoes in the 
M. O’Neil Co., Akron. Previously he 
spent 11 years with the Big Store, Cin- 
cinnati, in the shoe department. 





New Store for St. Paul 


St. Paut, MINN. (UTPS)—The 
Steele Shoe Co., Inc., a new retail or- 
ganization headed by J. N. Steele, is 
to open a store at 106 East Fourth 
Street about April 15. A new brick 
front is being set to modernize the 
building to be occupied. Saddle and 





with oxfords and other types popular. 





riding equipment will be sold also. 





Philadelphians Feel 
Colors Sprung Too Early 


Beige Coming Into Lead in High 
Class Stores 


PHILADELPHIA, Pa. (UTPS)—Retail- 
ers here are beginning to take stock on 
just how well the public is “sold” on 
colored shoes, and most of them are 
coming to the conclusion that some dis- 
appointment is in store for them. 

One retailer said: “It is my opinion 
that we displayed the colored shoes too 
early, and aside from some action in 
blues and greens, we have not sold 
them in any quantities that compare 
with the sales of snakeskins and the 
beige tones. 

“The colors, in fact, are just begin- 
ning to move now, and I still confident- 
ly expect that they will be a good sum- 
mer item.” 

Snakeskins, which were really the 
surprise item of the season, are still 
selling in every one of the stores and 
departments. 

mbinations of snakeskin with plain 
kid are looming ‘as the big sellers of 
this month, especially when they com- 
bine snake with one of the tan or 
brown tones. 

The high-class shops say unani- 
mously that beige has taken the lead. 
They say that Seapite their own con- 
victions that beige couldn’t possibly 
again hold a big lead, the public is in- 
sistent upon buying them, and many 
are reordering on certain numbers. 
When beige is mentioned that means 
usually one of the style-items, trimmed 
prettily with a darker brown, or even 
two different tones of brown, or with 
watersnake or lizard. 

Insofar as styles are concerned, there 
is one type of shoe that seems to be 
successful all over, and that is the one 
with a strap. trimmed with a buckle, 
that is placed very low over the instep, 
so that just a tiny space of stocking 
shows between the vamp and the strap. 

Many of the stores are beginning to 
sell sports shoes now, particularly 
thuse for golf. The sort of shoe that 
was so successful for Southern wear is 
the leader, the models that have a wing 
tip and other trim of contrasting 
leather. The conventional brogue re- 
mains as the choice of the majority of 
women — however, and it is ex- 
pected that the wing tip styles will be 
used more for general sports wear. 





Norman S. Mack Opens 
Store in Columbus 


CoLumsBus, On10, April 12 (UTPS) 
—Norman S. Mack, Inc., which was 
chartered several months ago has 
opened a woman’s shoe department in 
the Doyle Shop, 112 East Broad Street. 
Columbus. Norman Mack is an old time 
shoe man of Columbus having operated 
a branch store for J. T. Cussins Co., 
with the MacDonald Shop for Women 
at 18 South Third Street, for several 
years and later took over the depart- 
ment for himself. When the MacDon- 
ald Shop for Women gave up a portion 
of its store room Mr. Mack was forced 
out and then opened the store with the 
Doyle Shop. He was formerly with 





the A. E. Pitts Shoe Co., of Columbus. 
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IN STOCK 


AAAA to EEE 
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A wide variety of In-Stock shoes, any one of which 
you can order with the assurance that it will leave 
nothing to be desired from a fitting standpoint. 


Wilbur Coon Shoes are noted for their exceptional 
fitting qualities, particularly on feet that prove 
hard-to-fit in ordinary shoes. 


The numbers listed are ready for immediate de- 
livery. 


————— 
37 Canal St. 
Rochester, N. Y. 


> 


Style P302—Black Glazed Kid, $5.00 
Style P303—-Patent Leather, $500 Style P1733—Black Glased Kid, $5.65 


Style P315—Mode Beige Kid, $5.85 


Tongueless oxford, 310 (combination) 
last, 14/8 leather Cuban heel, 
fibre top lift. 

Note: Style 315 has a covered 
Cuban heel. 


Two strap sandal, underlaid cut outs 
309 (combination) last, arch sup- 
porting counter, 14/8 leather 
heel, fibre top. 


To. 


ep! ts 
CES 
oo 


Style P1602—Black.Glazed Kid, $5.50 Style P1737—Patent Leather, $5.75 


Tongueless oxford, 311 (combination) 
last, metatarsal button, 12/8 
leather heel, fibre top. 


Center strap, 510 (combination) last, 
16/8 covered Cuban heel. 
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Style P1734—Black Glazed Kid, $5.75 
Style P1735—Patent Leather, $5.75 
Style P1736—White Kid, $6.25 
Style P1753—Burnt Oak Kid, $6.35 


Tongueless oxford, 309 (combination) 
last, 14/8 covered Cuban heel. 


Style P1742—Patent Leather, $5.75 
Style P1743—Black Satin, $5.75 


Style P1744—White Kid, $6.25 


One strap sandal, 509 (short heel, 
standard instep) last, 16/8 
covered Cuban heel. 


Style P306—Trotteur Tan Kid, $5.75 
Style P308—Black Glazed Kid, $5.00 
Style P309—Patent Leather, $5.00 
High riding three eyelet tie, 309 
(combination) last, 14/8 leather 
Cuban heel, fibre top lift. 


Style P1995X—Black Glazed Kid, $6.25 
Style P1996X—Patent Leather, $6.25 


Front gore sandal, 509 (short heel, 
standard instep) last, beaded buckle 
16/8 covered Louis heel. 


Style P312—Black Glazed Kid, $5.00 
Style P313—Patent Leather, $5.00 
Style P305—Mode Beige Kid, $5.85 
One strap sandal, 209 (short heel, 
standard instep) last, 14/8 
leather heel, fibre top. 
Note: Style 305 carries a covered 
Cuban heel. 
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THE GREAT PARADE OF 
LITTLE SERGEANT WELTS 


for Ind gtrls 


IS NOW ON THE ROAD 





MARSHALED BY OUR CORPS OF SALESMEN 
IN A.BROADER BIGGER LINE 





UNIFORMED IN FRESH CRISP STYLE 
ee LINE OF CHILDREN’S WELTS WILL GIVE 


EVERY MERCHANT. A PROFIT THRILCT 


CURTIS~STEPHENS ~ EMBRY COMPANY 





FReadin _ Senn sylvania 


SERGEANT-SHOES NOBBY TREAD SHOES 





PLAY WEAR SHOES 
JIACK-O-LANTERN.SHOES 


S——_O 
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De Lyous 
METATARSAL PADS 


Can Be Worn in Comfort in the Tightest Fitting 
Slipper or Oxford PLAIN 


REGULAR 





Relieve your Customers’ Sore 
Aching Feet with a Pair 
of these Pads 


Positive Relief for 


CALLOUSES and ACHING FEET 


One Dr. Lyons METATARSAL GAUGE FREE with orders of three 
dozen or more. This Gauge tells you the correct spot in which to 
place the pad in the shoe. 

PLEASE ORDER BY NUMBER 


Thick- BULK without Ce- 
Sizes ness Cartoned ment and Cartons 


PER DOZ. Order | PER DOZ 
PAIRS ° PAIRS 




















REGULAR WITH TOPPING 
$2. - $1.50 
3 -3 1.95 

‘ . 1.50 

Medium with Tacks ~ J 1.95 


PLAIN WITHOUT TOPPING 
La with Cement 3 7 $1.75 
Medium with Cement s 1.50 
No. Small with Cement f 1,25 
No. 2 ie e 1.25 


. All Good J obbers Handle Our 


Insist on Lyons—if unable to obtain Lyons Products from your jobber send your order direct to us. 


Lyons Host PROTECTOR @. 


OMAHA, NEBRASKA 


ORIGINATORS OF THE SPONGE RUBBER HOSE SAVER 
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THERE'S PIOKIEN IN 
Z SILLELR SHOE TREES ie 


\igi 


T a time when style and 
A appearance are such 
big factors in the shoe game, 
the selling appeal of Miller 
Shoe Trees is quickly and 


easily made. 


Just display Miller Trees 
with shoes. The new shoe 
spells “style”’—the tree sug- 
gests a way to keep that style 
new. 


Capitalize that first glow of 
pride in a new pair of shoes! 


We would be glad to tell you 
some of the many ways our 
customers use to make an 
easy profit from Miller 
Trees. 


Our new catalog and 
price list are yours for 
the asking. 


O. A. MILLER 


TREEING MACHINE COMPANY 


BROCKTON, MASS. 
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WHERE TO BUY 


Men’s Shoes 








SHOE 
ror MEN 


(P). crisis. 
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BOSTONIANS 








S hoe «Market News 
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NATIONAL NEWS 





SATURDAY, APRIL 20, 1929 
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Fair Factory 
Run Expected 
in Lynn 





Production Spotty Now But 
Will Be Increased Later 


LyNN, Mass.—Production is spotty 
here, with some shops operating brisk- 
ly and others otherwise. However, a 
good average run is expected for the 
next two months. Prices are getting 
more steady. They influence volume of 
sales, as well as profits. Just now, 
Lynn’s volume production is on novelty 
McKays, to retail at $5, up and down. 
There are firms, now active, who have 
seen McKays rise from $1.45 to $6.25 
a pair, factory price, and then ease off 
to present levels. The peak was reached 
during war time. Of late, there has 
been a tendency to soften prices, on ac- 
count of the decline in the hide and 
leather markets. Hides are about ten 
cents a pound lower than a year ago. 
Besides, competition is keener than 
ever, and that means the closest figur- 
ing that can be done. 

On the other hand, the grade up 
movement is carrying shoes to higher 
levels. When materials for uppers 
figure up to $5 a pair, not including 
the cost of labor, it is plain enough that 
some shoes are expensive. 

As for styles, the latest reports are 
more whites, a demand for them having 
set in after the early warm spell; more 
snakes in reds, blue and greens, as 
well as naturals and grays. The pro- 
duction of snake shoes, both genuine 
and imitation, is already well ahead 
of a year ago. The delicate colors on 
kid are fighting the art fabrics, and 
patents and satins continue to sell for 
staples. The brown tones are strength- 
ened for immediate business by the 
production of browns for fall. Ombre 
effects, hearlded for fall, are already 
being tried, as, for instance, a pump 
with a collar of six tones on the vamp 
and a corresponding trim on the top 
of the quarter. 


Brown Shoe Shows Gain 


St. Louis, Mo.—The Brown Shoe Co. 
showed a gain in shipments over the 
month of March of a year ago. The 
amount of the increase was $50,000. 
Shipments for the month were approxi- 
mately $4,000,000. T. F. James, vice- 
president in charge of sales, anticipates 
increase in volume for April also. 








Drive for Members 


HAVERHILL, Mass.—Everett Bradley 
of the Bradley-Goodrich Co., Inc., this 
city, vice-president of the Haverhill 
Chamber of Commerce, heads a group 
of the younger business men of the 
city who are seeking to make the 
chamber more fully representative of 
the shoe industry. The shoe men are 
being enlisted to get behind the 
chamber in adding to the effectiveness 
of the organization in meeting the city’s 
industrial problems. Several meetings 
have been held and already marked 
enthusiasm has been demonstrated. 
Mr. Bradley was recently a speaker 
at the meeting of the Boosters’ Club, 
which is allied with the chamber, and 
he enumerated the many opportunities 
for service to advance the industry. 


Tariff Battle Is 
Stull Being Waged 


Boston, Mass.—According to J. 
Franklin McElwain of this city, chair- 
man of the Tariff Committee of the 
National Boot and Shoe Manufacturers’ 
Association, who returned from Wash- 
ington this week, the indications of 
favorable action by the Ways and 
Means Committee on the petition of 
the trade for free hides and skins and 
reasonable protective duties on leather 
and footwear are fairly promising. 

Although not much has developed in 
a rr way since the recent Ways 
and Means Committee hearings, the or- 
ganizations of the allied shoe and 
leather industries have continued their 
energetic campaign, and every member 
of Congress has received a liberal edu- 
cation as to the tariff needs of these 
industries in consequence of this propa- 
ganda. The subject will have an im- 
portant place in the proceedings of the 
annual meeting of the New England 
Shoe and Leather Association, April 24. 


Miss Granton Now 
with New York Agency 


HAVERHILL, Mass.— Miss Natalie 
Granton, who for several years has 
been advertising manager and _ in 
cha of the in-stock department of 
the Rickard Shoe Co,, has joined the 
staff of the Bennett-Fishler Advertis- 
ing Agency, New York City. In her 
new position, Miss Granton will look 
after the firm’s accounts in the New 
England territory, as well as aid in the 
preparation of copy and layout. Miss 
Granton is well known in the shoe trade 
of the East through her long associa- 
tions with the Rickard company. 
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Making Stitchdowns 


OAKLAND, CAL. (UTPS)—The Pa- 
cific Coast Shoe Manufacturing Com- 
any, Tenth and Jackson Streets, Oak- 
oe , recently o , reports 1000 
pairs a day of children’s stitchdowns 
in sizes from No. 5 to No. 2 in B, C 
and D. Using calf and elk and pat- 
ent stock, with all leather counters and 
retan oak soles, W. F. Rudiger, presi- 
dent of the firm, reports a constantly 
increasing demand and is already plan- 
ning a very active Pacific Coast adver- 
tising campaign. D. P. MacGrath is 
factory superintendent. 


Judge Ryan Wanted As 


Head of Association 


HAVERHILL, Mass.—Judge John J. 
Ryan, this city, one of the leading 
members of the Massachusetts bar, has 
been asked to accept the chairmanship 
of the Haverhill Shoe Manufacturers’ 
Association, now in the process of re- 
organization. Judge Ryan, who has 
served the shoe men as counsel for 
several years, will not give his answer 
until May 1. 

He is eminently fitted for the posi- 
tion not only because of his legal skill, 
but because of his intimate knowledge 
of local industrial relations. Complet- 
ing the board of trustees with Ju 
R will be Walter C. Wright of the 

right-Gorevitz & McNamara Shoe 
Co.; Myer T. Ornsteen of the M. T. 
Ornsteen Shoe Co.; Raymond V. Mur- 


hy of the R. V. Murphy Shoe ny 
0: 


erman Goldberg Goldberg Bros.; 
Simon Starensier of the Melvin Shoe 
Co., and George F. Croston of the 
Croston & O’Brien Shoe Co. 


Re-Orders Reported 
On Spring Merchandise 


HAVERHILL, Mass.—Re-ordering on 
spring lines for immediate delivery is 
kee the local industry operating 
about 70 per cent. New samples pre- 
ared for late season are also stimu- 
ating business. The movement of 
whites and sports is increasing and 
promises to be quite substantial. The 
sandal effects and the light, cut-away 

ump patterns are gaining popularity 
or early summer. Bright colors of 
kid, notably reds, greens and blues are 
showing prominently. 


Commissary for Employes 


East BRIDGEWATER, Mass.—The Field 
Bros. Shoe Co. has taken steps to es- 
tablish a commissary department at its 
plant, where employees may purchase 
food, clothing. and other necessaries of 
life at cost. While the project will be 
only temporary because of the lack of 
room, arran ents are being made to 
incorporate plans for the new fac- 
ty Oregano to be started soon, space 
to house what is expected to p 
popular feature. Vice-president Ernest 
Field will be in charge of the new de- 
partment. 


rove a. 





New England 
Association to 


Meet April 24 


Boston, Mass.—The annual meeting 
of the New England Shoe and Leather 
Association, now in its 60th year, will 
be held on Wednesday, April 24, in 
Room 1, Boston Chamber of Commerce 
Building, and will be preceded by a 
luncheon at 12.30 o’clock. President 
Alfred W. Donovan will preside and is 
expected to have something of a timely 
nature to say in reference to the gen- 
eral shoe and leather situation in New 
England. 

The special feature of the meeting, 
following the presentation of annual 
reports and election of officers and di- 
rectors, will be a discussion of the 
tariff situation as related to the shoe 
and leather industry. The spokesmen 
will be prominent manufacturers who 
have m an active part in the recent 
hearings before the Ways and Means 
Committee. 

Another interesting feature will be 
an address by President Milton R. 
Katzenberg of the recently organized 
New York Hide and Skin Exchange, 
who will explain the general plan of 
the organization. 


Sport Shoes Are Being 
Pushed by Manufacturers 


HAVERHILL, Mass.—Manufacturers in 
the local industry are making a big 
effort to build up late spring and early 
summer business. New numbers in the 
light pump and sandal effects have ap- 
peared and salesmen are now showing 
the new creations to the trade and are 
hopeful of stimulating business. 

the Deauville sandal is already pop. 
ularized and the light pump numbers 
in brilliant kid shades are winning pop- 
ularity. The introduction of sports 
wear, too, is being pressed and smart 
sport shoes in kid and many combina- 
tions are showing up. Whites are 
— well of by many of the local 
shoe men who recall that a year ago 
retail merchants were unable to meet 
the demand for white kid and cabretta 
during the late spring. 


O’Donnell Expanding 


St. Paut, MINN. (UTPS)—A fac- 
je for building women’s shoes will be 
added to the plant at Stillwater, Minn., 
operated by the O’Donnell Shoe Corpo- 
tation of St. Paul, says Treasurer 
Charles Patterson. The building ad- 
joins the factory for children’s shoes 
and has been unoccupied. Operations 
are to begin by Aopril 8. en the 
daily output is reached of 1200 to 1500 
shoes, it is e some 400 hands 
will be civen work. If the crop out- 
look continues Mr. Patterson expects 
1929 to be a more prosperous year 
than last. 

The O’Donnell shoe factory at Wi- 
nona, Minn., is closed for an indefinite 
time. President William O’Donnell 
said unfavorable volume of business is 
the reason. 


WHERE TO BUY 
Men’s Shoes 





WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


- H. RIEMER 
SHOE Co. 











lf STEADY PROFITABLE 
BUSINESS IS WANTED SELL- 
a 
HE 


~~ 


BTAADe mame ngere7engalas 
BION F-REYNOLDS CO™ BROCKTON MASS 


WHERE TO BUY 


Men’s & Women’s 
Slippers 





Greatest Value 
$1.65 


B wide, 8 to 8. 
Send for samples 
Ga5 we Gas Grete 








WM. SUMNER SMITH 
825 W. Meares, Oblenge 








In Stock 


Ne. 
“47 
$2.35 











PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Wa 


HIGH GRADE TURN MULES and D’ORSAYS 


Catalog 
sent on 
request 
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WHERE TO. BUY 
Ballet Slippers 


i i i ei ied 








Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 
catalog. 





MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock A Los Angeles 

orn 











Cali 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St. 
New York, N. ¥. 














Brooks’ Toe Slippers 





In Stock 
Women Misses 

hs Pies seas 3t8 “Sto 
Coast Prices Slightly 


BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. 6th St. 
Les Angeles—1162 So. Hill St. 


$2.70 
3.06 














WHERE TO BUY 
Store F ixtures 











Do You Know? 


That you can or sell it through 
the “Where to column. This 
feature in its quick service is a time 
‘ saver “in meeting immediate needs. 




















Sees Greater Expansion 
of St. Louis Market 


St. Louis, Mo.— 

John A. Bush ; 
resident of the 

rown Shoe Co., 
and recently elected 
head of the St. 
Louis Shoe Manu- 
facturers and 
Wholesalers Asso- 
ciation, has taken 
a deep interest in 
his new duties as 
president of this 
organization. One 
of the outstanding 
events to occur 
during his administration, is the N.S. 
R.A. Convention which will be held in 
St. Louis in January, 1930. Mr. Bush 
predicts greater expansion of the St. 
Louis market because of its complete- 
ness as well as style leadership. In a 
recent statement he said: 

“I appreciate the honor of being 
elected president of the St. Louis Shoe 
Manufacturers and Wholesalers Asso- 
ciation for the coming year, and hope 
it may be an epochal year in the St. 
Louis shoe industry. Shoes are being 
made more beautiful in design, and 
this style and snap has had much to do 
with the growth of the St. Louis shoe 
industry. ‘ 

“At the beginning of the St. Louis 
shoe business fifty years ago, the West 
became famous for shoes of good ser- 
vice and at popular prices. There have 
come to our section a number of 
wonderful specialty houses making 
outstanding patterns in women’s shoes. 
St. Louis manufacturers have reorgan- 
ized their plants to produce gy 
more flexible and tasty footwear. Lines 
of men’s popular-priced shoes have 
been greatly improved to appeal to the 
younger men, 14 to 20 years of age, 
who today wear the most pairs. Last, 
but not least, the St. Louis shoe mar- 
ket has always been known as head- 
quarters for children’s shoes combin- 
ing service and style, thus rounding 
out footwear for the entire family. 

“With hide and leather markets 
liquidated to the bottom, retailers can 
now buy shoes with confidence, feeling 
that the market is stable. I look for- 
ward to a vey on fall business for 
the entire St. Louis market.” 





John A. Bush 


Wilbert’s Lease First 


Floor for Dress Shop 


CLEVELAND, OHIO (UTPS)—Wilbert, 
Inc.. 1121 Euclid Avenue, have moved 
their entire stock to the second or bal- 
cony floor and have leased the ground 
floor to Maudette Dresses, Inc. Wil- 
bert’s formerly utilized the second floor, 
but maintained their evening slipper 
department below. By removing a 
long center display case, they have 
gained space for 16 more chairs in 
their present location. They still main- 
tain the front window display rights. 
The cha was eff on March 27. 
William J. Steiner, one of the owners, 
is now managing the store in place of 
Harry Newman, who left to join the 
Parisiene Bootery, which just 
opened in Cleveland. 


has 












Red Cross Shoes in Show 


NortH ApAMs, Mass.—Craven’s Shoe 
Store showed its line of Red Cross shoes 
at the Elks’ Style Show held here for 
four evenings recently at the Welling- 
ton ballroom. Miss Claire Nolan, 
known as “Miss Boston” (1928), was 
the model. A four-column ad in one 
of the leading dailies featured Miss No- 
lan’s picture and four types of foot- 
wear in straps and ties. James D. 
Boyle, who covers New England with 
the Red Cross line, was announced in 
the ad as the expert shoe fitter who 
would be at Craven’s Shoe Store on 
two days of style show week to give 
free advice to customers who wished 
to consult him as to relief from their 
foot troubles. 





Brockton Shipments 


Continue to Gain 


BROCKTON, Mass.—Shipments of 
shoes from this center continues to 
gain steadily over the high figure set 
last year, the total for the first four 
months of this year to date being 188,- 
935 cases as compared to 148,610 cases 
for the corresponding period of a year 
ago. Shipments for April of this year 
totaled 43,322 cases, just a little under 
the high figure made during March 
when the Easter rush was at its height. 
Last year for April the total was only 
a little more than 32,000 cases, show- 
ing a gain for the month just past of 
nearly 9000 cases. 

A particularly heavy percentage of 
sports wear shoes now are being made 
up in the plants, and factories are op- 
erating at a pace which forebodes fur- 
ther good production for several weeks 
to come. 





Two Cleveland Stores 


Suffer Loss from Fire 


CLEVELAND, OHIO (UTPS)—Siegel’s 
shoe store and Kramers Shoes, Inc., 
suffered heavy water damage from the 
$150,000 fire in their building on April 
10. Breaking out during the busy 
morning hours, the conflagration swept 
through the upper three floors of the 
big five story brick Buckeye Building 
before it could be checked. In the 
meantime ten business places on the 
first floor were deluged with water 
with heavy loss. Over a score of oc- 
cupants suffered directly in the four 
floors above. It is reported that the 
building will be repaired as soon as 
adjustments can be made. The two 
shoe stores are expected to continue 
in the same location temporarily at 
least. Both stores were closed on the 
day following the fire pending re- 
arrangements and insurance adjust- 
ments. This is the second big fire in 
Cleveland this Spring involving a 
double shoe loss. Last month the Ay- 
mar- Yeager, Inc., store and the Kahler 
shoe store were burned out on Euclid 
Avenue. 


Neon Lights for “Vanity” 


BIRMINGHAM, ALA. (UTPS)—The 
Vanity Boot Shop is trimming the ex- 
terior of the shop with Neon electric 
trimmings. It is something new with 
shoe stores in Birmingham. 
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Old Colony Ad Club 
Holds Big Meeting 


BROCKTON, Mass.—A debate in which 
the negative side of the question, ““Mod- 
ern Advertising is More Detrimental 
than Beneficial to Society,” was de- 
clared the winner, featured the fort- 
nightly meeting of the Old Colony Ad- 
yertising Club here recently. Mem- 
bers of the Fulton Debating Society of 
Boston College provided the debaters, 
with Thomas J. Canan arranging the 
feature. Judges were John S. Kent, 
Horace R. Drinkwater and Charles E. 
Moore. 

William T. Card, chairman of the 
committee arranging the program, out- 
lined what the organization had been 
able to accomplish during the years 
it has been in existence. The next 
meeting will be conducted at the Walk- 
Over Club at which the annual bowling 
tournament will be a feature, with sev- 
eral attractive prizes already offered 
for best scores. The committee in 
charge includes Dean E. Alexander, 
Dewey Thibeault and William T. Card. 


Orders for Whites 
Ahead of Last Year 


CINCINNATI, OHIOo—Shoe factories 
in this section are fairly busy making 
footwear for late spring and summer 
delivery. There has been no let-up in 
production since the first of the year 
at one factory making children’s shoes 
and the sales manager reported orders 
on hand at this time sufficient to run at 
capacity to June. One factory making 
1800 pairs of women’s medium-priced 
shoes per day has been running at ca- 
pacity for five months and is now fig- 
uring on increasing floor space and 
ager 4 so the plant will be able to 
make delivery on all summer orders 
now on hand. 

It is reported that orders for whites 
are 15 to 25 per cent ahead of white 
bookings for this time last year and 
manufacturers believe that 50 per cent 
more white orders will be filled this 

r than last. Gray is another that 
being given lots of attention and 
is bei ught in a dozen different 
shades for immediate and May delivery. 

Jobbers report immediate delivery 
business good, especially on beige and 
sunburn kid. Black is very good, also, 
with patent first and kid next. 


Plymouth Moving 


MINNEAPOLIS, MINN. (UTPS)—After 
twenty years the Plymouth Clothing 
House is to leave the Plymouth Build- 

and move across Sixth Street. This 
ects the large shoe departments on 
main and basement floors. The 
Plymouth had already opened an annex 
preliminary to the change with a shoe 
department, but this will be enlarged 
and it is understood the same high 
grade and lower price stocks will 
carried upstairs and down as at-«pres- 
ent. This company has always fea- 
tured the Hanan shoe for men. Twenty 
feet is to be added to the shoe depart- 
ment end of the Annex to make ready 
for the removal of the shoe stock from 
the main store. 





James Edwards 


By H. WAttTerR Scott 
Vice-Pres. Boot and Shoe Recorder 


This is not an obituary notice. The 
unassuming lifetime attitude of the 
man, so far as obtruding his person- 
ality upon his fellows, who would make 
such a record distasteful to him. Yet, 
the sudden passing away of James Ed- 
wards from his chosen field of activity 
in the production of children’s shoes 
removes from the shoe industry, not 
alone in Philadelphia, but in the na- 
tion, one of its most important factors 
and one of its greatest influences for 
betterment and continued betterment. 

No greater testimony of this could be 
given than the gathering of his former 
associates at the last ceremonies held 
in ‘Philadelphia on Saturday of last 
week, or more clearly made manifest 
than by the magnificent floral tributes 
in the midst of which they were con- 
ducted. Plain and unostentatious in 
life, the funeral services were marked 
by the same simplicity in his death, yet 
the occasion was a very sad one for 
all who knew him. 

To say that the manufacture of chil- 
dren’s shoes was Mr. Edwards’ life 
work is to only tell a part of the fact. 
It was his life and he held it as a 
mission. He was not interested in the 
profits that accrued from his business. 
He was interested in properly taking 
care of little feet. He saw his shoes 
go beyond the door of the factory, be- 
yond the door of the store and do their 
part in the protection and the develop- 
ment of the feet of their little wearers. 
That his work achieved material suc- 
cess meant little or nothing to him. 
That it was successful in attaining the 
objectives for which he aimed, that shoe 
making for the children has advanced 
because he had striven for advance- 
ment in it, meant much. 

Dynamic and forceful in character, 
he was scrupulously just and withal 
generous. His associates and his em- 
ployees responded and reacted to this 
with a universal good will and a sin- 
cere affection. His loss to the industry 
that he served, and which he helped 
make serve humanity, is one that will 
be felt for a long time. 

This is written by one who had 
known and esteemed him for thirty 
years and can only haltingly express 
what he knows to be true. 


Reptiles Moving 


TULSA, OKLA. (UTPS)—The I. Mil- 
ler Shoe store here is selling many 
reptile modes in beige and gray. Crépes 
and sport weaves are also popular and 
the manager of the store prophesies 
that the late summer will be strong 
in colors. The store uses some high 
Cuban heels. but finds that lower heels 
are predominating. 


New Hanover Store 


BIRMINGHAM, ALA. (UTPS)—Han- 
over shoes have announced the open- 
ing of a new store here at 115 North 
Twentieth Street. This will make two 
stores in Birmingham operated by 
Hanover. 
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WHERE TO BUY 


W omen’s Novelties 


sll tall el 





la Stock $3 te $5 Sellers 


New Modern- 
istic Silks! 
if you want to see the 
most attractive line of 
new silk novelties, send 
for circular or sales- 





Ne. 408—For women 





BONDWAY 


sca produces to ROL ESS - 


SOND WAY pases able lightness, smartness and 


a flexibility. 
BOND SHOE COMPANY 132 Duane St., New York 
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WHERE TO BUY 
Wooden Beach Shoes 


6 te ee ere ee ee 
. 





ON 10 DAYS APPROVAL 


Ne. 400—For women in 

8 colors. .$1.25 
° Ne. 500—Same with high 

Ne. 610—For Men, plain heel \. 

webbing, for gyms, baths l 

ete. 95e 
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WHERE TO BUY 
Children’s Shoes 


ot tre es ~~ s 





A GOOD BUY AT 70c. 


T. F._ CORCORAN 
460-462 Union 8t.— 
Lyne, Mass. 








Approved by Medical Men 


As a fully ventilated shoe 
the Burkley Ventilated 
Foot Developer is unex- 
celled. Well known sur- 
geons recommend its use. 


Shee Co. 
Main St. 


Barkley 
1156 Ne. 
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WHERE TO BUY 
Slipper Supplies 


POMPOMS AND ROSETTES 
The right a at the right price 
Samples on ‘yo 
HY-GRADE SLIPPER SUPPLY OO 
602 Breadway New York Oft) 
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WHERE TO BUY 


Shoe Ornaments 


ree 


MARTRI IMPORTING CO. 
Manufacturers and Importers 
CUT STEEL BEADED 
RHINESTONE 
SHOE ORNAMENTS 
245 West 34th St., New York City 


Excelsior Shoe Co. 


Holds Sales Conference 


PoRTSMOUTH, Onto, April 12 
(UTPS)—The semi-annual sales con- 
ference of the Excelsior Shoe Co., was 
held at the factory in Portsmouth April 
10 to 13 with all of the traveling rep- 
resentatives in attendance. New 
models for the fall season were exhibi- 
ted and there was a discussion of 
prospects for business in the various 
sales areas. One of the features was 
a banquet at the Oakes Tea Room, on 
the evening of April 10. There were 
an r of — among which were 
George D. Fa rag emg advertising 
manager of the nett Co., of Cin- 
cinnati; Frederick N. Cooke, Scout 
Executive, Bo Headquarters, 
New York; R. S. , general sales 
director of the Lima G 
John D. Emrich, Western business 

of the Publication of Boy’s 
Life, Chicago. 

Salesmen attending the meetin 
were: L. E. Bongell, Pennsylvania an 
New York City; Jack F. Davis, Texas; 
G. B. one Kentucky and Tennes- 
see; W. E. Hinesley, Iowa, Missouri, 
Kansas and Oklahoma; S. P. Hoover, 

and South Carolina and Vir- 


id C. 

Williams, Georgia 

i, Florida and 

Alabama; W. H. (men’s shoes) 

eee H.L. W are oal se. 
ware; H. 

resentative in Indiana, Ohio, Iilinots, 

Kentucky en 

vania; Russell Ni : B. H. 

Nekeedie and tome, and W. 

H. Van Velzer, boy 

salesman, Chicago. 





Boston Notes Demand 
for Leather Heels 


BosTon, Mass.—Shoe manufacturers | 
are making on “at-once” orders and 
for the fall seasons. Those makers 
who are devoting their attention prin- 
cipally to staples are showing their 
shoes for fall and winter purchase. In 
Women’s shoes, there is a growing de- 
mand for welts and leather heels. 
Leather heels are also — built in 
16/8 and 18/8 heights for high-style 
shoes. Platinum kid shoes, in all over 
effects; or in combination with patent 
leather and suede, are in good immedi- 
ate demand. The patterns chosen are 
principally pump and tie patterns. 
Punched patterns, sometimes with 
underlay in a neutral color, and some- 
times in a color, continue to be 
sellers; the sandal type, with woven 
vamp, both with and without open 
shank, in white, and light colors, with 
bright color note introduced, and heels 
as high as 24/8, are among the best 
numbers moving. Watersnake shoes, 
with dainty pipings in blending kid; 
or in combination with bright colors 
ve kid, are among the most active num- 

rs. 

Linen shoes, with colorful kid trims, 
and white kid shoes with trims of 
green, or blue, or some other bright 
color, are extensively shown in sample 
rooms; all-over print pumps, with high 
heels, are in good demand. Bows con- 
tinue to be specified as a throat decora- 
tion for the women’s new novelty shoes 
which are being built for immediate de- 
livery. 

The wholesale shoe business has 
shown much improvement during the 
past week, and in-stock departments of 
factories have been well patronized by 
buyers the country over. In the 
leather material market, black kid has 
been one of the best sellers during the 

ast week. Suede calf in black and 

rown gO egre stronger in the de- 
mand. ite buck sides are meeting 
with an excellent reception for immedi- 
ate use by shoe manufacturers of men’s 
shoes; sport elk, both for men’s and 
boy’s shoes, is also a ready seller. New 
patterns in em calf, to stimulate 
reptile, are being sampled freely. 


Opened Four Shoe 
Departments Last Year 


New ORLEANS, La.—The Morris Shoe 
Stores, an eight-year-old retail shoe 
concern, has made splendid strides in 
its business on “flapper,” short vamp; 
as well as on arch support shoes, at 
popular prices, namely—$3.85, $4.85 
and $5.85. Within the next year Pro- 
prietor B. D. Morris says that he fags 
to open several more departme in 
which popular priced, “up-to-the-min- 
ute” women’s novelty shoes will be fea- 


The four shoe departments which he 
has ina during the past year 
are as follows: Palais Ro Monroe, 
La.; Stanley’s, Little Ark.; 
Palais Royal, Fort Smith. Ark.; Stan- 
ley’s, El Dorado, Ark. These depart- 
ments have all been attractively fur- 
nished as to stock boxes, chairs, fitting 
stools and rugs, in green. The 
headquarters of the Morris Shoe Stores 
are at 1406 Dryades Street, this city. 





Capucine a Leading Sum- 
mer Color 


Adaptable for Shoes, Says 
Mrs. Rorke 


At the fourteenth annual meeting of 
the Textile Color Card Association 
held last week at the Hotel Astor, an- 
nouncement was made by the president, 
Edward S. Johnson, of the three textile 
and design schools which would be the 
first to benefit by the scholarships es- 
tablished by the association. They are 
the Lowell Textile School, Textile High 
School (New York City), and the 
Philadelphia Textile School. Mr. John- 
son stated that the constantly growing 
importance of color in its application 
to industry has created the greater 
need for training of our future design- 
ers and colorists. Therefore the As- 
sociation believes that the student in 
the design and textile schools should 
be encouraged and helped to develop a 
more artistic color sense, so that Amer- 
ica may develop a more artistic appli- 
cation of color in her industries and 
art. 

Margaret Hayden Rorke, managng 
director of the Textile Color Card As- 
sociation, made public the first summer 
color card of the association, the av- 
thoritative association of the fashion 
industries which predicts and classifies 
the season’s color trend. 

“The nasturtiums of our childhood 
have become as French as petits fours 
in their new réle, she said. “They will 
be known to the smartly dressed 
women as the capucine shades—for 
capucine is the French name for 
nasturtium. 

“Three of these golden orange tones 
are sponsored by the association: pale 
capucine, a delicate orangy beige, with 
a happily glowing undertone; golden 
capucine, a radiant noontime color; and 
brilliant capucine, the most intense 
a of the three, a splendid, gorgeous 


ue. 

“Not only in frocks will the nas- 
turtium blossom. It will be worn in 
shoes, hats and all accessories, at all 
hours, from sunrise until sunrise! 

“Summer would not be its softly 
dreaming self if there were no pastels. 
Therefore the association shows three 
new ones: opaque green, a_ subtle 
grayed green tone; rosedew, a morning 
rose, not se sun-dried, with a bit of a 
glisten about its pomp | and bleu 
d’Amour, a crayon blue slightly violet 
tinted. 

“But it is the gay, vivid tones which 
will be truly chic. After the Capucine 
genre, there is a luminous new yellow 
named Nugold; and a bright green 
called Tipperary. 

“Royal Violet, a bright, rich, pansy 
color, will be extremely smart, and 
Bleu Moderne, an intense and brilliant 
blue will be popular, both for daytime 
and evening es. 

“Another orange-red which will com: 
into its own with the lengthening day: 
is Diabolo Red, while the other new 
sumfher color, Grande Chartreuse, is 
already storming the portals of the 
mode.” 

The Textile Color Card Association 
will hereafter e@ a summer and 3 
winter card in addition to its usual 
spring and fall cards, it was announced. 
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Cleans, brightens, preserves 
and waterproofs simultane- 
ously all colors of kid, calf, 
patent and reptilian leather. 
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Awarded 20 Gold medals 


YOURE | === 





THE 


SHOE DRE/ING 
DE LUXE 


Solitaire, the great European sensation, has captured the fancy of the 
American trade, and is en route to a tremendous success. Kindred lines are 


now being developed. We will soon present them. 


You in the shoe trade with your favorable reaction to new products and 


new ideas have made this possible. 


The Solitaire & Furmoto Chemical Company promise that your faith in the 
acceptance of their product shall not be misplaced. 





SOLITAIRE & FURMOTO CHEMICAL CO., INC. 


300 MADISON AVENUE, NEW YORK CITY 


128 North Wells St. 


120 High St. 
,M CHICAGO, ILL. 


re 


[ ARISTOCRAT 


RIDING BOOT 


IN 
STOCK 


FOR LADIES 
Widths, A, B,C - Sizes, 3-9 

 $Stock No. 3001 G. M. Calf 
Stock No. 3002 Tan Calf 


$10.50. 


r (ERS TS 
or 





ae FOR_GENTLEMEN 
_. Widths, B, D - Sizes, 6-12 
‘Stock No. 115 G. M. Calf 
Stock No. 113 Tan Calf 


$13.00 
fampies 
io Upon 


uest 


50 Branford Place 
NEWARK, N. J. 


1463 Parthenais St. 


1627 Locust St. 
MONTREAL, CANADA 


ST. LOUIS, MO. 
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Dancers 


Attractive Girls 
Attract Business 
to Your Store 


Youth makes a beat- 
en track to the door of 
the retailer who carries 

a stock of Chicago Theatrical Shoe Company’s 
footwear and caters to the dancing schools. The 
Hoffert Italian Toe Dancing Slipper, the 
Hoffert Soft Toe, the Dancing Flat, all are in 
great demand. Write today for details of .” 


our exclusive agency. 


¢ 


Chicago Theatrical Shoe Co. 
Shops at 209 S. State St., and 
159 N. State St. 
CHICAGO, U. S. A. 


Meil Order Dept., 209 S$. State St.-” 
4 

ws 

RS 


CHICAGO THEATRICAL .“..04%,* 
SHOE CO. © © ©. * ** 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

Wheu advertisers desire answers to come in 

twelve words must be allowed for address. 

vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the 
vertisement and paid for accordingly. 

Payment in advance is required, except when 
advertisers, as amounts are too small to open 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 
Five dollars 


per inch. Allow 45 words to an inch 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








WANTED EXPERIENCED 
SHOE SALESMEN 


To travel in the States of Ohio, 
Indiana, ."™ Ne apo pe —— 
ew 
strong, fast-selling and up-to- te 
Arch § 


upport 
t % and $6, and 
y an old and reli- 
ot concern. 
are not a producer do not 
apply. “Give Present connection, 
pments, etc. 


NATURAL BRIDGE DIVISION, 
CRADDOCK-TERRY COMPANY, 
LYNCHBURG, VIRGINIA. 


SALESMEN WANTED 


in connection with 4 
line of shoes, 
fast selling line of ladies’ strictly 
novelty shoes in territories in the 
Rocky Mountain States, includ 

also the Dak 


line of shoes priced to retail at 
and . Excellent oppor- 
earnin, for sales- 
man tablish trade and 
following in these territories. When 
replying, give remsonete and state 
experience. Address 8-58, care 
Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 





Coast Salesman Wanted 


Wonderful territory open from Texas, 
Denver to West Coast. Over hundred 
thousand dollars established high grade 
accounts. Nationally known Ladies’ Bou- 
doir slippers. Monthly settlement against 
earned commission. Only those of dig- 
nified personality, experience and . good 
references need apply. 


STONE SHOE COMPANY, INC. 
71 Fifth Avenue, New York, N. Y. 











RETA SALESMAN—Gentile, with sales 
ability, knowledge of fitting high grade 
shoes, manager opportunity and part ownership 
after catablishing: fitness. References required. 
ALLEN’S B SHOP, Trenton, N. J. 








Salesman Wanted 
For LOUISIANA, 
INDIANA, IOWA, MON- 
TANA and WYOMING to 
sell fastest. line in-stock high 
styled ladies novelty shoes 
priced to retail at Five and 
Six Dollars. Offers real 
opportunity for big earnings 
and permanent connections. 

Address SHU-STILES, INC. 


1330 WASHINGTON AVENUE, 
ST. LOUIS, MISSOURI 


Road Salesman:— 


One experienced with shoe trade 
and who has traveled Eastern 
Virginia. Must have clear busi- 
ness record. Also, have opening 
in Maryland for man with same 
qualifications. State age, if own 
a car, and give three business 
references, firms and experience 
you have had in shoes. No oth- 
ers need apply. 


Address Sales Department 
J. W. CARTER COMPANY 


SALESMAN to carry four samples. Ballets 
and women’s turn leather sole boudoirs. 
Prices right.. Best line ~ a. Almost 
every retailer a prospect. peat mail orders 
make it exceptionally profitable | line. Address 
B-74, care Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 





POSITION WANTED 











Nashville, Tennessee 














SALESMEN WANTED 
Here is an excellent sideline or exclusive 
for shoe salesmen. eli 


a new line of men’s Ly 
by an English stylist. 

. Spats are 

Write for rticulars. 











ANE OPPORTUNITY FOR REAL SALES- 
N—We are interested in hearing from 
pe. lesmen who are interested in ying 

the best line of babies’ ae children’s 

ron op stitc straight 

a where. we ei FF now 


WHOL? SHOE MFC iberal commis 


SHOE py waist onry F.. a side line 
a complete —T shoe 
metal and cut buckles... Address 


buckles, 
B-61, care Boot and “Shon Re Recorder, 80 Federal 


St., Boston, 


Sind Loar, WANTED—One for New Jersey 
and aa = Island, and one for New York and 
Only men with established trade 


Stock iti ™_ . line of 
Gi A Be, Men’ fs Dives sand “a bs "yg Am 


exclusively = as side yr 
Seba rtergen Shoe €o., 136 Duane St, 
Y, ork oe . ne ic, 











: WANTED—Silcmes ve established trade. 


adelphia sad ‘viciaity, to sell line 
a 

Seman {B, pe 
price sles instock ef Kempe 
co 115 W. Broadway, New York City, 


SALES EXECUTIVE 


WHO CAN SELL 
desires position with substantial 
firm manufacturing women’s, 
misses’ or children’s shoes. Long 
and successful acquaintance with 
the trade. Best of references. 


Address B-67 d 
Boot and Shoe Recorder 
80 Federal St., Boston, Mass. 











ASSISTANT BUYER desires connections with 
a volume buyer. Has ten years of extensiv« 
retail experience as salesman, manager and 
assistant buyer in popular oalead field. Car 
submit Fee. references. Address B-72, care 

boe Recorder, 80 Federal St., Boston, 





posrtias WANTED as shoe buyer or assist 
Has ten years’ experience as salesman 


and assistant bu Add L. A. N 
404 Lake St., “Oak at buyer. Address 


ene ee A A CHANGE —As at sel) 
Puen: Cake aad An lk 
me? Address B-75, care eo Re 
corder, 80 Federal St., Boston, — 
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‘shi 
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lets 
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ress 
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TO LEASE 





WANTED TO PURCHASE 


MERCHANTS’ NEEDS 























Space to Lease for Popalar 
Priced Women’s and Chil- 
dren’s Shoe Department, 
on First Floor of an Active 
Store. Excellent Location. 
Wire or Write Grand 
Leader, Inc., Houston, 
Texas. 






























FOR SALE 

















FOR SALE 


Successful Family Shoe Store 


Modernly equipped shoe _ store, 
22x90’, situated in progressive city 
35 miles south of Boston. Best lo- 
cation in city. Annual sales $75,- 
000. Store enjoys very high repu- 
tation and volume can easily be 
increased to $100,000. Wonderful 
opportunity for aggressive retail 
shoe man who wants store of his 
own or as additional unit for es- 
tablished chain. Write to B-76, 
care Boot & Shoe Recorder, 80 
Federal St., Boston, Mass. 








































iv 


wire 
vented the snappiest chain shoe 

company in the country. 
Only those with quali- 
fications and ambition need aan 


Apply to B-73, care Boot and Shoe 
—e 80 Federal St., Boston, 














LINE WANTED 








New York Representative 


ten years with two well known firms, 
wants misses’ and growing girls’ proposi- 
tion. Best references. Address B-71, 
care Boot & Shoe Recorder, 239 
W. 39th St., New York City, 
N. Y¥. 

















TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








HIGHEST CASH PRICES» 
PAID 


for shee stocks, slow sellers, ete. Short term 
leases taken over. Transactions confidential. 
Est. 1890. 


MAX GLAUBERG 
4 5&4 Lispenard St., New York City 
‘ Canal 8014 





PRIPLOM 


a 








Quick Cash Buyers 


Retail ~~ —— ny ney and 
Ends. nexpired over. 
Phone 3 rete. 


POSTER @ DEUTSCH 


436 Grand St. New York City 
Dry Dock 0352 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER 


624 Broadway New York 
Phone Spring 1443 














THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trede Mark Reg. U. 8. Pat. Off.) 


The original and foundation size 
stick on which all shoes were first 


MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 






$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 





MERCHANTS’ NEED 


































ASE Le 


) l TINCTIVE 
PERMANENT MARK 


Ete ALUGe 
WEAVING CO. 


arid 















“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Of.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made —— is just 
the right sha es to = 
eut tacks on 
of shoes. 


“Manchester” 
Trade ~~ Re uw. B 


re are made of 
re tool steel, 
aT plated, ns 4 
ae jaw that en- 
ables you to cut the 
tacks close to the in 
sole. 


Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or 

derin 


g- 
Write us direct if 
your dealer cannet 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufecturers 


Boston, Mass. tel W. Lake Be. 
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Window Displays 
Complete opouece:. - ~~yparaenes at Rental 
Window Dressing by Experienced Men 
251 W. 42nd St., New York City 
Wisconsin 6659 














E.MVERS & 
request. ASHLAND, OHIO. 
{ PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS | j 











WINDOW 
DISPLAY FIXTURES 
made 


SEGALLE SONS 





Shoe Stock Sold 


BrRinKty, ArK. (UTPS)—L. K. 
sarah mee his stock ~A - y — 
Right Place store corporation of Li 
Rock, which operates a chain of shoe 
and dry goods stores. T. J. Trawick 
will have charge of the Brinkley store 
under the new ownership. Mr. Brown 
plans to devote his time to his farmi 
and ginning business. 


Vye Expands Store 


San Dreco, CaL.—Walter R. 
who = ant Ground Gripper 


shoes, taken 
thrown it in with his present store, thus 
doubling his capacity. 


Showing Silks 
in Shoe Stores 


[CONTINUED FROM PAGE 43] 


ciety event for any shoe store. We “did 
it” by sending out a personal letter to 
all of our charge customers, announc- 
ing our “First Fashion Showing of 
Silks and Shoes.” and engaging a 
hostess—an intelligent young woman, 
with fine personality and poise—to 
greet those who responded to our invi- 
tation to call and see the right shoes 
to be worn with the new spring and 
summer silks. We arran with 
Thresher Bros., a leading silk establish- 
ment of Boston, to furnish us with 
drapes and swatches of material, and 
trimmed our monk-cloth covered tables 
and modernistically shaped display 
blocks and screens with the newest pat- 
terns in silk voiles, silk prints; hand- 
painted lamps and vases from one of 
the oldest and most reliable jewelry 
houses—A. Stowell & Co. adorned the 
tables, while in the rear the rich ma- 
hogany and sky-blue cartons gave a 
colorful background. A large green 
—— rug covered the entire floor of 
e exposition section, flanked on one 
side by the matching-silk-and-shoes dis- 
lay, and on the other side by the 
osiery section. The women’s window 
of the store also carried the story of 
the correct shoe to wear with the new 
silks, by swatches, shoes and hosiery, 
the latter in the sun-tan shades; two 
reptile skins introduced shoe material, 
in combination with gown material, as 
well as in relation tothe shoe itself. 
The first “booth” of silks and match- 
ing shoes showed how well a plain 
black patent leather opera pump com- 
bined with a gray and soft blue voile. 
A neat card carried a message from one 
of the well-known fashion magazines, 
as follows: “The black patent leather 
opera pump is smart for early spring 
wear with printed voiles.” The next 
booth showed the new linen shoes in 
straps and trims of bright colored kid; 
also water-snake and lizard straps and 
ties with sunburn and colored kid com- 
binations—in combination with plain 
colors in silks of rust, or bright blues, 
or wine, shades; or in bright prints on 
a neutral-shaded und; the next 
section showed sandals in the inlay, as 
well as in triple woven effects, of white 
and beige; white and blue; white and 
red; white and yellow; white and green 
and other combinations against white 
sport silk—or gay prints, or voiles, 
with a white background; another sec- 
tion was devoted to several drapes of 
the new yellows, greens, blues, and reds 
in silks, and laces, with fabric evening 
slippers in white. and a small bottle of 
Bes Steet atin 
w ppers, or colored slippers, 
might be matched the ender 5 of 
the evening gowns. Our Foot Saver de- 
t was given a special showing 
n styleful patterns and colors to match 
lacks and browns and interme- 
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Customers were fitted in the half of 
the store just back of the “Fashion 
Showing of Silks and Shoes,” the 
weather for the first few days of the 
affair was ideal, so that our open-wide 


‘front door made an added appeal to 


the ladies to “Come to the Fair.” We 
made many new customers, and sold ex- 
tra pairs to our old ones. We greatly 
increased our business and demon- 
strated to the young debs, as well as to 
the matter-of-fact matron, that the 
T. E. Mosley Company, headed fast for 
the nonagenarian class, can “still step 
on it”—and lively, too, with style. For 
a shoe store today cannot live on its 
past prestige alone—it must constantly 
talk the modern shoe language of the 
youthful. 


Gilchrist’s Dep’t 
Holds Round Table 


Boston, Mass.—Gilchrist’s shoe de- 
partment held the eighth meeting in 
its educational round table sales con- 
ference in the store’s club rooms re. 
cently. Buyer William L. Weiss pre- 
sided. Arthur L. Evans, in charge of 
sales and dealer service of the Ault- 

illiamson Shoe Co., who with R. G. 
Whittet, assistant shoe buyer at the 
Gilchrist Co., installed this educational 
course at the store, conducted the first 
part of the meeting, which was de- 
voted to “Shoemaking.” He _ intro- 
duced I. F. Damon, sales promotion 
manager of the Compo Shoe Machinery 
Co., who “turned the spotlight” on 
Compo for the benefit, and to the in- 
tense interest, of the men and women 
“on the firing line” at the Gilchrist 
Co.’s shoe departments. 

The Gilchrist group of footwear sell- 
ers is the first retail store organiza- 
tion that has had the Compo process 
explained to it. Among those present 
were: A. Snyder, one of the merchan- 
dise men for the Gilchrist Co.; F. L. 
LeBeau, shoe buyer for W. A. Wieboldt 
& Co., of Chicago, and Helen M. Haney, 
who edits the “Retail Shoe Salesmen’s 
Section” of the Recorder. 

A ical Gilchrist salesmeeting was 
then held, with Buyer Weiss leading 
the discussion, and constructive sug- 
gestions emanating from the sales- 
people present, showing the splendid 
spirit cooperation and genuine good 
fellowship which exists in the Gilchrist 
shoe family. 

Mr. Weiss invited criticisms, as well 
as promotional plans, relative to a sale 
of women’s shoes which was to be in- 
augurated the following Monday. Mr. 
Weiss stated that Mr. LeBeau had 
made the trip from Chicago especially 
to meet the sal ~ who through 
their good work with yer Weiss had 
effected the lowest mark-downs in 
given period of any of the six stores 
reporting on this important problem of 
merchandising. 


Feature School Shoes 


Provipence, R. I. (UTPS)—The 
Shepard Store shoe department, along 
with other ons selling children’s 
wear, — in featuring “School Boys 
and Girls Week.” The past week /as 
been a holiday week for the children 
attending public schools and this spe 
cial week, featured by special valves 
and newspaper Copy, was directed to 
the children and their parents. 
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THE UNITED 

CUSHION “D” HEEL ul¥ep 

IS A TRIUMPH OF CUSHION HEEL 
STYLE 





AND 
GOOD SHOEMAKING 





ITS ARCHED CONSTRUCTION Look for ihe 
MAKES THESE “D” 
QUALITIES ENDURING 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U. 5s. A. 
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The Boot and Shoe Recorder 


Serves in 


In this Issue— 


DISTRIBUTION AT A PROFIT 
Keynote at Mississippi Valley Con- 
ference. 


By Frank C. Rand 


SHOWING SILKS IN A SHOE STORE... 
A Test of Color Consciousness. 


Ir’s New SHoes THAT SELL BEsT.. 
Keeping the Stock Fresh. 


THE VOICE OF THE RECORDER Opinions of the Editor 


Two Stores—ONE Roor Departmentalization 


At Katz & Moser, San Antonio. 


O. P. I. (OrHer Peopte’s Ipzas).... By Harry R. Terhune 


More Money Making Stunts. 


ORDER IN THE SHOE STORE Selling and Service 


WHo’s WHO ON THE ROAD By Helen M. Haney 


News of the Travelers. 
SHoe MERCHANT NEWS 
SHop MARKET NEWS 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, Boston, Mass. 
EVERIT B. TERHUNE, President 
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A buying guide to 


BOOTS AND SHOES 


Berkshire Footwear Co., Holliston, Mass... 75 
Blog Shoe Co., New York City 

Blue Ribbon Shoemakers, St. Louis, Mo... 8 
Bond Shoe Co., New York City 

Brooks Shoe Mfg. Ce., Philadelphia, Pa.... 7 
Burkley Shoe Co., Brockton, Mass. 


Capezie, New York City 
Chicago Theatrical Shoe Ce., Chicago, Ill... 77 


Clapp, aaeeey & Sons, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston 
Colt-Cromwell Co., New York City 


og ay Shoe & Leather Co., Whit- 
man, M 


Coon, W. B., Co., Rochester, N. Y 
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Curtis-Stephens-Embry Co., Reading, Pa.. 69 


Daniels & Taylor Co., Derry, N. H. 
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4th Cover 
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Helmholz Shoe Mfg. Co., Milwaukee, Wis... 


Jefferson Import Co., Inc., New York City.. 54 


Lape & Adler Co., Columbus, Ohio 
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Nettleton, A. E., Syracuse, N. Y 
— on & Weldon Shoe Co., Milwav- ; 
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ext @Meek 


you will find 
in the 


Boot and Shoe 
Recorder 





O conceal a store’s stock is an art 

in shoe store designing. We have 
found six admirable ways of making 
the store itself a parlor of adornment, 
with the stock hidden behind the 
scenery. The first practical parlor shoe 
store was by Cammeyer on upper Fifth 
Avenue. Since the Recorper first 
showed the pictures of that store and 
emphasized the theory of this new form 
of style merchandising the concealment 
theory has swept the country. 

Many mistakes are made in this new 
system of store stockkeeping, but they 
are not as bad as the old hoarding- 
habit, which resulted in filling the walls 
from floor to ceiling with old stock, 
plus the basement and warehouse. In 
this issue the entire theory of the re- 
construction of stores is for better 
business. 


PRINGTIME and sandals are in 

bloom in Texas. For proof we will 
show you how the Paul Shoe Store of 
San Antonio anticipate a demand with 
one of the outstanding window trims 
of the southern season. It is equally 
as applicable to the sale of pretty shoes 
anywhere in America up to September 
Window publicity has proved best, for 
automobile congestion in towns and 
cities has now put the shopper on foot. 
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INVISIBLE MIDDLESOLE 
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. .. solves perfectly the cavity filler problem in rub- nn 
ber soled sports shoes Beene 


W. L. Douglas Shoe Co. 


These outstanding advantages oe proved facts — must sealed with | or 
INVISIBLE = 


convince. MIDDLESOLE 
INVISIBLE: MIDDLESOLE vulcanizes the de Pe 


qc 


shoe bottom firmly into one unit, eliminating curled 


edges, crawling, bunching up, air pockets and 

ueaks . . . Provides a firm even tread .. . Insulates against cold or heat 
. .. Adds flexibility and resiliency . . . Is damp-proof . . . Strengthens 
and holds the shape and style of the entire shoe. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING 23 zt BOSTON, MASSACHUSETTS 














